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London & Lancashire 
‘Report On Worldwide 
Dperations In 1953 


ts and Premium Income Show 
: Gains Chairman Preston Reports 
4 At London Home Office 


RIBUTES TO U. S. LEADERS 


ysiness Here , Well Served by 
P Kingan and Smith; Fire, Cas- 
ualty, Marine Summaries 


During 1953 the aggregate worldwide 
emium income of the London & Lan- 
ashire from fire, casualty and marine 
purces was £27,879,852, which was 5.18% 
igher than the 1952 total. Of this busi- 
ss net fire premiums were £11,401,294; 
sualty or accident, £12,255,095, and ma- 
e £4,439,485, compared with £5,318,651 
the year before. 
| Total assets of the London & Lan- 
shire and subsidiary companies on De- 
ber 31, 1953, were £59,690,250 com- 
red with £57,650,299 at the close of 
1952. 
In presenting the annual report on 
pril 15, R. M. Preston, chairman of the 
ondon & Lancashire at the home office 
London, reviewed last year’s business 
follows: 


Fire Account in 1953 


“Nearly one-half of the total premiums 
eflected in the fire account are earned 


‘in the United States of America. I say 
‘reflected in the fire account’ designedly 
cause, although naturally the ever- 
present risk of damage by fire con- 
finues to be the principal purpose of in- 
urance in that department, yet there 
re additional hazards which are in- 
tluded in varying types of policies, such 
the risk damage by or from flood, 
orm and tempest, riot and civil com- 
hotion, earthquake and the like. 
“In 1953, in fact, the United States 
uffered far more from tornado damage 
‘than in any other year in its recorded 
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more than a small proportion of the 
‘whole of our business there, neverthe- 
‘less our results suffered. 
' “The fire department business else- 
Where has maintained its stable con- 
Aribution to premiums and to profits. 
> “We have perhaps become too accus- 
domed in recent years to a constantly 
expanding income partly due to the rise 


(Continued on Page 28) 
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He’s Protected — Naturally 


If your assured lived in 
houses like beavers, 

they wouldn’t need fire 
insurance. But fortunately, 
most families prefer an 

L & L fire policy to a 
watery living room. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM- 
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COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LID. 
(Fite Deportment) LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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well-balanced 


well-balanced company is, we believe, a company 


THE 


LONDONS 
LANCASHIRE 
cROUP 

— 








... whose financial position is strong 

... Whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. .. whose policy contracts include all funda- 
mental coverages... 


a company 
... whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
... Whose size is sufficiently large to assure 
confidence and prestige 
.. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 
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Jolin fect Makes 
Some Major Changes 
In Its Operations 


Separates Ordinary Business; ‘Se- 
lect’? Has $3000 Minimum; Pre- 
ferred Risk Minimum $7500 


PLANS DECENTRALIZATION 


Moderate Policy Functions Trans- 
ferred to Field; Supplementary 
Features Made Automatic 


April 30—A basically new pat- 
tern of operation, comprising not only 
new policy contracts and improved divi- 
dend potentials, but also changes in ad- 
ministrative procedures, has been an- 
nounced by John Hancock Mutual Life. 
Major feature of the new program is the 
subdivision of the present Ordinary in- 
surance class of busimess into two new 
distinct lines of business—Select Ordi- 
nary with a minimum base policy of 
$3,000, and Ordinary, which will be 
known as the Multiple Protection series 
of policies, with a minimum base policy 
of $1,000 and maximum of $2,999. 
Minimum amount for the Preferred Risk 
Whole Life policy, formerly $5,000, will 
be raised to $7,500. 

“Tf the $5,000 minimum on Preferred 
Risk was proper in 1929 when this policy 
President 
higher 


Boston, 


a 


observed 
somewhat 


was introduced,” 
Paul F. Clark, 
amount would seem appropriate now. The 


“a 


net cost position of this policy will as- 
sume a leading position in the industry.” 


Objective of Program 


Changes in policy forms, on the Mul- 
tiple Protection series with a new rate 
book, will be effective May 1, 1954. Ad- 
ministrative streamlining, which compre- 
hends the transfer of certain underwrit- 
ing and service functions to field offices 
will be progressive, five agencies being 
used tc inaugurate the new plan of oper- 
ation and establish the most workab‘e 
techniques. 

Defining the objective of the program 
as two-fold—a reduction in the cost of 
life insurance to both present and future 
policyholders, and an improvement in 
the efliciency of the company’s services, 
President Paul F. Clark stated, “he 
John Hancock will introduce a program 
to revise its present Ordinary insurance 
classes and to simplify and accelerate 
many of its administrative procedures.” 

The dividend potential on both Ordi- 
nary lines of business will be oustanding 
and compare favorably with other com- 
panies. Regarding Ordinary policies al- 
ready im force, President Clark an- 
nounced, “Equity among the various 
classes of policies, new and old, will as 
heretofore be maintained through divi- 
dends. Moreover, with the introduction 
of the new program, settlement divi- 


(Continued on Page 12) 
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Holds Outstanding Panel on Public Relations; Importance 
Emphasized of Top Management Showing Deep 
Interest in These Activities 


By CLarENCcE AxMAN 


Al B. Richardson, chairman of Life Insurers Conference public relations 


committee, and head of PR for Life Insurance Co. of Georgia, 


was mod- 


erator at a panel on this subject at the annual meeting of the Conference held 
at Boca Raton, Florida, last week. On the panel were Holgar J. Johnson, 
president, Institute of Life Insurance; Powell Stamper, assistant vice presi- 


dent and sales promotion manager, National Life and Accident ; 


John L. 


sriggs, vice president, Southland Life; H. D. Coley, president, Durham Life; 


and John Moyler, Jr., 


Insurance Co. of Virginia. 


Mr. Richardson said the first public 
relations action of Life Insurers Confer- 
ence, which had its origin in 1910 at a 
meeting in Atlanta of a group of com- 
pany executives, was embarking on a 
program aimed at dissemination of in- 
formation among member company em- 
ployes. It was a concerted effort to in- 
form file clerks, stenographers, book- 
keepers and agents of the economic sig- 
nificance of weekly premium insurance 
and also of the work of the Conference 
itself. 

The next step was the publication of 
a booklet “In Smaller Packages,” which 
made the point that weekly premium, or 
Industrial insurance, was much the same 
as Ordinary insurance except it came in 
smaller packages. The booklet provided 
basic material for many speeches before 
life underwriters associations and other 
groups. It also kept member companies 
better informed about the nature and 
significance of the business. 


Product Must Be Good, Says Stamper 


Powell Stamper emphasized that com- 
munications in business, no matter how 
extensively or how well performed, can- 
not make a good public relations pro- 
gram out of a faulty one. The pro- 
gram, like a commercial product, has 
to be good in itself if it is to be accepted 
by others. 

“No amount of good advertising, good 
publicity or good diplomacy will in the 
long run sell a bad product. It is not 
sufficient to have a good story and to 
tell it well, but it is essential that our 
story be accepted and understood—what 
the public thinks of us and how it feels 
after it hears what we have to say.” 

Mr. Stamper agreed that there is room 
for overhauling some of the terminology 
of the contracts and for further simpli- 
fication of policy forms. But all innova- 
tions along this line must be in the in- 
terest of protecting the public as well 
as the company. A realization of this 
Situation was brought home in some spe- 
cific cases which recently attracted wide 
attention. The principal example the 
speaker gave was where a court of one 
large state construed Korea as_ not 
Within the meaning of a policy provision 
relating to war or an act of war, whereas 
a court in another state interpreted it 
in exactly the other direction. 

“We have outgrown some of the lan- 
guage which has persisted in our busi- 
ness and has an obsolescence which con- 
tributes little to clarity,” he said. In 
commenting further on the trend toward 
more clarity he called attention to the 
New York Life which in January 
announced a revision of its policies and 
explained, for example, that it had re- 
moved 70 words such as hereon, here- 
With, hereafter and hereunder from the 
contract and restyled the policy for 
easier understanding and convenience 
and reduced it from legal to regular let- 
ter size. 


Johnson on Public Acceptance 


Holgar J. Johnson, president, Institute 
of Life Insurance, said that with 90,000,- 
policyholders, more than three- 


quarters of the nation’s families insured, 


assistant vice president and director of PR, 
Some extracts from their talks follow: 


Life 


and as custodian of $78 billion of funds, 
the public relations function of life in- 
surance is occupying a larger niche in 
the business than ever before. The big 
job of life insurance public relations is 
to keep all of those people happy and 
reassured of the safety and stability of 
the business; and, at the same time in- 
crease the size of this great family by 
making the population realize just w hat 
life insurance is doing for America— 
both economic and social. 

“It is one thing to be able to offer 
something that most people feel they are 
obliged to have; it is another to make 
those people understand and like your 
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service and have a warm feeling toward 
those selling it. While it is the respon- 
sibility of the Institute of Life Insur- 
ance to give leadership to the public re- 
lations aspects of the business, it cannot 
do the job completely for the whole 
business. The real essence of good pub- 
lic relations is predicated upon what the 
life insurance industry itself does for 
the public. What it says is of secondary 
importance; there must be adequate per- 
formance in the interest of the public 
by everybody in the business.” 

Addressing the LIC as a particular 
group Mr. Johnson said: 

“You are in a unique position, because 
you are so intimately related to the com- 
munity in which you do business—espe- 
cially as you operate in limited areas, 
where you are known as part and parcel 
of the communities in which you oper- 
ate. Because your personnel and execu- 
tives are so widely known to the busi- 
ness people and the officials of your 
states, you become the symbol of what 
they see as life insurance executives. 
Then, too, because of the social charac- 
ter of your business, providing as you 
do, the basic means of protection against 
catastrophe for millions of families, you 
hold a most significant place in the lives 
of these families. They depend on you. 

“The intimate and personal relation- 
ship that exists between your agents and 
your policyholders offers a superb op- 


(Continued on Page 8) 


Heads Life Insurers Conference 


Eldon Stevenson, Jr., President of National Life and Accident, 
Has Been 40 Years With That Company 


Eldon Stevenson, Jr., president, Na- 
tional Life and Accident, Nashville, 
Tenm, was elected president of Life 
Insurers Conference at its annual meet- 
ing last week in Boca Raton, Florida. 

Other officers elected were these: vice 


president, Harry G. Zelle, president, 
Missouri Insurance Co., St. Louis; 
second vice president, O. F. Stafford, 


president Pilot Life, Greensboro, N. C.; 
secretary, |. 1. Cummings, executive vice 
president, Empire Life and Accident, In- 
dianapolis. New members of executive 
committee for three year terms are 
Howard Dobbs, Jr., president, Life In- 
surance Co. of Georgia; L. L. Hoecker, 
executive vice president, Home State, 
Ok!ahoma City; J. C, Greer, president, 
Union National Life, Baton Rouge, La. 


Career of Mr. Stevenson 


After his graduation from Castle 
Heights Military Academy and Vander- 
bilt University Mr. Stevenson began his 
insurance career with National Life and 
Accident in 1913 as a Dallas insurance 
agent. He was elected president of Na- 
tional Life and Accident on January 1, 
1953. During the 40 years which inter- 
vened he jfilled every position in the 
field and served in a number of im- 
portant capacities in the home office be- 
fore advancing to the presidency. 

When the National Life launched its 
Ordinary department in 1920, Mr. 
Stevenson aided in its organization and 
became its assistant manager, moving up 
to the managership of the department 
in 1923. It was under his leadership that 
the National Life’s Ordinary department 
established a world’s record by becoming 
the first to build $100 million of 
Ordinary in force in its first ten years. 

While manager of the Ordinary de- 
partment Mr. Stevenson was made a vice 
president of the company and in 1938 
was advanced to executive vice president, 
becoming president at the beginning of 
1953. He has been a member of the 
board of directors since 1925 and is also 





ELDON STEVENSON, JR. 


vice president and a director of WSM, 
Inc., which operates the company’s radio 
and television stations in Nashville. 


With Navy in First World War 


During the [first World War, Mr. 
Stevenson enlisted in the Navy, was com- 
missioned and served as an instructor 
at the Naval Academy and as an officer 
on the USS George Washington. 

Mr. Stevenson is one of the best 
known executives in the life insurance 
industry, has been chairman of the 
agency section, American Life Conven- 
tion; chairman, Life Insurance Sales Re- 
search Bureau; chairman of the Com- 
bination Companies’ section of Agency 
Management Association and was secre- 
tary, vice president and a member of 
the executive committee of Life Insurers 
Conference. Currently, he is a member_of 





Conference Cos. Have 
54.25 Million Policies 

REPORT OF MARTIN WILLIAMS 

Companies Admitted Assets $5.75 Billion; 


ield Forces Number 


62,000 





Martin B. Williams, executive direc- 
tor of Life Insurers Conference, in his 
annual report made to the Conference 
at Boca Raton last week said that at 
the end of last year the total premium 
income of the membership companies, 
including all lines, was $1,250,000,000. 
They had at that time insurance in 





MARTIN B. WILLIAMS 


force of $36.750.000,000 and admitted 
assets of $5,750,000,000. These figures 
represent 54,250,000 policies in force, 


serviced by more than 62,000 agents and 
number of employes of its companies 
is 20,000 

Discussing the communications with 
company membership Mr. Williams said 
that its Legislative Bulletin, which is 
released on a weekly basis during pe- 
riod when legislatures are in session, 
constitutes a “reporting form of serv- 
ice.” The Bulletin contains day-to-day 
recording of the progress of each bill 
affecting insurance, and full texts of the 
bills are catalogued and held on file. 
If bills are of sufficient importance copies 
of the text are mailed to membership. 
For special interpretation beyond this 
reporting service, the Conference looks 
to its law and legislation committee, 
aided by the legal departments of mem- 
ber companies. The Conference also 
publishes a “Survey Work and Statistical 
Studies.” 

Administrative assistant is G. 
Connell, Jr. 

At one period of the convention Fred 
C. Crowell, Jr. editor The Insurance 
Field, pres sented to Mr. Williams its 
“Man of the Year” award for 1953. 


Mason 





the Accident and Health Joint Industry 
Committee. 


Nashville Activities 


In Nashville Mr. Stevenson has been 
a member of the Vanderbilt University 
board of trust since 1938 and is chair- 
man of the Vanderbilt development com- 
mittee and also chairman of the finance 
committee of the board of trust. Former- 
ly, he was on board of Vanderbilt 
Alumni ‘Association and served as its 
president, and also was a member of the 
Vanderbilt Athletic Association’s board. 
An ardent golfer he has to his credit 
two holes-in-one. 
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Pay Special Attention 
To Field Men’s Wives 


HOUSE ORGAN OF ONE COMPANY 


Another Presents gig. ea With Orchid 
Corsages; A Third Gives Shoes for 
New Babies 


One of the human interest features of 
annual meeting of Life Insurers Confer- 
ence last week was the growing attention 
being paid to wives of ‘field men. 

One company, Union National Life of 
Lincoln, Neb., is issuing a new publica- 
tion, “The Party Line,” exclusively de- 
voted to matters of interest to the wives 
of agents. 

“As far as we know,” said President 
Fred J. Greer of Union National, “it is 
the only publication of the kind in the 
business. We felt sure it would be ef- 
fective in stimulating the interest of the 
wives in their husbands’ business and 
operations in the field and that has been 
the result. They say they look forward 
to reading the publication. Incidentally, 
the husbands like it also.” 


Wives at District Dinners 


H. G. Zelle, Missouri Insurance Co., St. 
Louis, also commented on the special 
consider ation being given to wives. An- 
nually, the company holds dinners for 
each district office to which all husbands 
and wives are invited as guests of the 
president. Each woman guest receives 
an orchid corsage. Following the dinner 
there is usually a talk of half an hour 
or so in which the company’s activities 
are highlighted, one section of the talk 
always being devoted to a subject of 
current interest. Incidentally, these din- 
ners are dedicated to.sthe wives for 
the help they will give their husbands 
throughout the year. 

When a new employe starts work he 
receives a letter from the president of 
Missouri Insurance Co. welcoming him 
into the organization. Each employe re- 
ceives a letter on the anniversary of his 
employment; also a birthday greeting 
from the president on that anniversary; 
and another letter when a child is born. 
Accompanying the latter letter is a pair 
of baby shoes. 





Anthony on Industry’s 


Protection of Insurance 
In addressing the Life Insurers Con- 
ference at its annual meeting in Boca 
Raton last week James R. Anthony, Jr., 
president of the Conference and vice 
president of Suwannee Life of Jackson- 
ville, said his term of office as head 
of LIC had been a. great education to 
him. Particularly was he impressed by 
his visit to the central office of LIC 
and the role it is playing in cooperating 
with LIAA, ALC and other industry 
organizations in so many of the great 
problems confronting the business. 
“Many of our companies,” he said, 
“are so busily engaged in making their 
own operation successful, in handling 
their individual problems, that they have 
no conception of how the industry or- 
ganizations are keeping in such close 
touch with Washington happenings— 
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'Enormity of New Tax 
Bill Told By Adams 


| Talking to the Life Insurers Con- 
| ference annual meeting in Boca Raton 
| Hotel, Florida, last week Claris 
| Adams, executive vice president of 
American Life Convention gave a 30 
|minute lowdown on the Washington 
legislative situation, with particular 
reference to the pending tax bill and 
the expanding Government activity in 
the Social Security field. 

The ramifications problems, com- 
plexities of the new tax bill were 
reviewed. Some idea of the immensity 
of analyzing the tax bill in order to 
comprehend the parts of it of par- 
ticular interest to the policyholders of 
the nation was demonstrated by Mr. 
Adams when he said: 

“The bill is almost as large in size 
as the telephone directory in a 
medium sized city.” 

In order to present the viewpoints 
of the-life insurance industry Messrs. 
Adams and Eugene M. Thore, who 
is general counsel of Life Insurance 
Association of America, have spent 
many hours in consultation with of- 
ficials of the United States Treasury 
and others in Washington. 











Life Insurers Conference 
Joins Joint A.&H. Committee 


The following resolution was passed 
at annual convention of Life Insurers 
Conference: 

“Resolved, that the executive commit- 
tee of Life Insurers Conference recog- 
nizes the need for a joint industry acci- 
dent and health committee, composed of 
representatives of companies which are 
members of trade associations interested 
in accident and health insurance, to dis- 
cuss the formulation of an industry view- 
point on accident and health develop- 
ments, and to make reports or recom- 
mendations to such trade associations 
concerning such developments; 

“That such joint committee should con- 
sider major legislation, public relations, 
study accident and health insurance prac- 
tices, encourage research and when 
necessary implement its conclusions 
with recommendations to the participat- 
ing trade associations; and 

“That representatives appointed on be- 
half of the LIC to such joint committee 
shall have the power to act for the Con- 
ference in situations where its policy 
has been established. In situations where 
policy has not been so established, such 
representatives shall make recommenda- 
tions to the executive committee of the 
Conference or to the Conference if it be 
then in session.” 





the legislative situations, the expansion 
of Social Security, the Government's 
encroachments on the insurance business. 
It was a liberal education just learning 
at the central office of LIC of the many 
situations with which our executive 


secretary, Martin B. Williams is con- 
fronted. And I wan? to congratulate LIC 
on his ability and competence. The cen- 
tral office is the nerve center for de- 
tecting the hostile forces that constantly 
(Continued on Page 8) 


Public Use Of Company Auditoriums 


Several of the speakers at the Life 
Insurers Conference annual meeting in 
Boca Raton last week told about pub- 
lic use of their auditoriums and other 
meeting halls. 

One of the companies which has re- 
cently moved into a new home office 
building is Lincoln Income Life of 
Louisville, president of which is John 
Acree. Mr. Acree said the auditorium 
has a stage, two dressing rooms and 
kitchen. It has installed a large mo- 
tion picture screen, an equipment of 
chairs and tables and can accommodate 
125 persons. 

The company decided that any or- 
ganization which is a worthwhile proj- 
ect of public interest would be allowed 
to use the auditorium for a meeting 
place without charge. In 1953 doors 
were opened for these organizations: 
Louisville Council of ‘Churches, Boy 
Scouts, a mothers’ association, Ohio 
Valley Society of Biology and Re- 
search, University of Louisville School 
of Medicine, Louisville Recovery Club, 
Jefferson County Medical Society, Pri- 
vate Duty Nurses Association and some 
others. So far, more than 2,000 persons 
have been in attendance. 

“We think we are serving a three- 
fold purpose,” said President Acree. 
“Sharing our possession with others; 
aiding them to make the world a bet- 


ter place in which to live; and also 
making our company better known.” 
137 Meetings at Interstate Hall 

H. Clay Johnson, president Interstate 
Life and Accident of Chattanooga, was 
asked to discuss that company’s audi- 
torium and its public uses. He said 
that the Interstate had given the use 
of its hall to 137 meetings. Careful 
scrutiny of applicants is made with 
none of a partisan or political nature 
permitted. No sales organizations, other 
than those of the company itself, can 
have the use of the hall. Its facilities 
are gladly offered to activities such as 
those of community chest. Associations 
of doctors and Junior League meet 
there regularly. No fee is charged for 
use of the hall which has had an 
unusually successful operation and added 
to the prestige of the company. 
Colonial Life Quickly Gets Oriented 

in New Community 

Richard Nelson, vice president, Colo- 
nial Life, speaking for President Rich- 
ard B. Evans who was not able to 
attend the Boca Raton meetings as 
he is now recuperating from an illness, 
told some df the company’s activities 
in making it known to the community 
of East Orange, N. J., where it had 
constructed a new home office building 
after being located in Jersey City from 
time of its foundation. He said in part: 
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Start Grouping! 


Your clients have group busi- 
ness waiting for you — but how 
long can they wait? Call in 
W & W, now, for the utmost in 
group counsel and coverage... 
it’s that easy to write your next 
BIG sale — in group. 
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“When we constructed our new home 
office building in East Orange, we moved 
into a community totally strange to all 
of us and our neighborhood public knew 
little about us. It was immediately ap- 
parent that we should undertake an 
aggressive program which would permit 
us to get acquainted with our neigh- 
bors and they with us. The usual open 
houses were held, with little souvenirs 
available. Our personnel department be- 
came active in getting acquainted with 
the various school heads and encouraged 
regular visitations to our home office 
by the various senior classes of the 
high schools. President Richard B. 
Evans and his senior officers accepted 
the usual invitations to participate in 
community activities such as Commu- 
nity Chest, Red Cross, Cancer and hos- 
pital campaigns. Over the period of 
the past five years the company has, 
as a consequence, felt that its roots 
have become pretty well established in 
the community. Mr. Evans and a num- 
ber of his associate officers are serving 
as trustees and officers of the Chamber 
of Commerce, the hospital, the Com- 
munity Chest, etc. 

“We are now told by our neighbors 
that we have become a very welcome 
constructive force in our new ‘home 
town,” said Mr. Nelson. 
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Home Office Life Underwriters Association Meeting 






fe Archibald Warns of Underwriting MacRae on Underwriting Surplus Lines 
Adjustments To Changing Situations 


The question whether the development 
of very powerful atomic bombs, long 
range aircraft and guided missiles to 
aclives them to any part of the world 
has introduced new underwriting factors 
was raised by J. C. Archibald, under- 
writing vice president of Bankers Life 
Co. of Des Moines, in his address Mon- 
day as president of Home Office Life 
Underwriters Association which met in 
New York this week. 

“In this country it has been our prac- 
tice to issue life insurance policies with- 
out any war restrictions except to male 
lives during periods of emergency or ac- 
tive warfare,” said Mr. Archibald. “All 
the fighting has taken place outside the 
United States or Canada so that loss 
of life has been limited to those in the 
armed forces. Recent developments 
seemed to have changed all this. There 
is now a distinct chance of heavy casu- 
alties among the civilian population, par- 
ticularly in large metropolitan areas 
where so much life insurance is in force. 
If full scale war breaks out again, a 
member of the armed forces may be 
safer than civilians in our large cities. 

“Sometime ago our company felt that 
we should design a simple war clause 
which limited our liability to return of 
premium if death were as a result of 
war. This clause was sent to the vari- 
ous states for approval. It was not our 
intention to use it but to see if such 
a clause would be approved so that it 
would be available for use if an emer- 
gency developed. While his clause was 
approved in many states, several disap- 
proved it, stating it was in violation 
of the statutes of that particular state. 
Thus, a restriction, that appears in prac- 
tically all other lines of insurance we 
purchase, is not permitted in life insur- 
ance. The industry could not hope to 
have these laws changed overnight. 

“Have we, as underwriters, impressed 
upon the management of our companies 
that losses from atomic attack might 
be such that we could not fulfill our 
contracts? Would this mean that the 
government would have to step in or 
even take over the life insurance busi- 
ness ? 

“While other insurance lines exclude 
losses due to war, do we have a middle 
ground that would enable us to offer 
some protection by including a provi- 
sion to pay on a pro-rata basis among 
claimants in the same class if the com- 
pany were unable to pay in full because 
of war losses? Let me leave this topic 
with the question, ‘Have we taken proper 
account of these changed conditions ?’ 


Mortality Studies 


“Underwriting is based to a large ex- 
tent on opinion and judgment. There is 
no way to know for certain which view 
1s correct until years afterwards. When- 
ever possible, we endeavor to use what- 
ever statistical information is available. 
In the very large companies it is possible 
to have reliable mortality information 
from their own experience. Smaller 
companies have to rely much more on 
industry statistics. 

“Tomorrow morning we will have an 
informal report of the results of the 
1951 Impairment Study. I’m sure all 
of us are happy that this study has been 
completed. During World War II there 
was a severe shortage of clerical help in 
our home offices. Consequently, mortal- 
ity investigations were curtailed or side- 
tracked, since all normal activities could 
not be continued. Since then, the help 
Situation has continued to present diffi- 
cult problems. There is no need to be 
Critical. However, now, it would seem 


J. C. ARCHIBALD 


we should impress upon our actuarial 
friends the need to continue to investi- 
gate mortality resulting from other im- 
pairments. Such investigations will either 
confirm previous results or show the 
trend so that we can more fairly evalu- 
ate the risks that are presented to us 
for consideration. It seems to me that 
we ought to do everything we can to 
charge each appiicant the proper rate. 
Have we felt our desire for additional 
statistical information felt among our 
co-workers in each company ? 


Competitive Aspects 


“Let us now turn to our everyday 
problems, particularly the question of 
why some of our offers may not be as 
attractive as those of other companies. 
We all know that underwriting opinion 
will differ on individual cases—even the 
facts developed may differ from time to 
time because of using different exam- 
iners, Or one company may make inquiry 
from an attending physician while an- 
other does not. 

“Each company develops along its own 
particular lines, and naturally, entirely 
different underwriting philosophies will 
be developed depending upon many fac- 
tors. Some companies sell only through 
their own agency force. Others try to 
attract brokerage business and obtain a 
substantial percentage of business from 
this source. Some companies may wish 
to obtain business from one area of the 
country rather than from another. The 
type of salesman and his method of 
training will influence the over-all policy 
adopted. However, once a company has 
made a general over-all decision, the 
underwriting function becomes an inte- 
gral part in carrying out the plan. 

“If a company makes the decision that 
they want to have a favorable net cost, 
as one of the major goals of the com- 
pany, there is no reason why such a 
company should ‘be disturbed over the 
action of other companies which make 
consistently more liberal offers on bor- 
derline cases. The company with the 
more liberal underwriting is attracting 
business at regular rates when it ap- 
pears, by more conservative standards, 
that an extra premium should be 
charged. Naturally, liberal offers have 
an immediate appeal to the current sales 


(Continued on Page 6) 





There are four ways in which “surplus 
line” business originates—true surplus 
line, lack of adequate planning by the 
agent, desire for additional insurance 
and “shopping” for a better offer, Earl 
M. MacRae of New York Life, told the 
Home Office Life Underwriters Asso- 
ciation in New York this week. Turning 
to some of the special problems involved 
in this business, Mr. MacRae said: 

“In the first place, it involves competi- 
tive underwriting. We are all willing to 
make minor concessions now and then 
and I think we all feel that these are 
justified in certain circumstances. I have 
in mind, for example, a situation such 
as that of a young agent who seems to 
be having more than his share of bad 
underwriting ‘breaks,’ or an agent who 
consistently gives us high-grade business 
and who asks us for a minor underwrit- 
ing concession. I think we must remem- 
ber that our companies have not been 
built alone with good mortality, satisfac- 
tory investment yields and proper mar- 
gins for expenses but also with the loy- 
alty and good will of our field forces. 

“However, because of its competitive 
nature, we cannot safely permit the 
same concessions on surplus line busi- 
ness. We are all familiar with the agent 
who seems to write nothing but ‘com- 
petitive’ business, and we also have 
agency managers who make a practice 
of contesting almost every unfavorable 
underwriting decision. In handling sur- 
plus line business we are often faced 
with the same problem. Having had 
some experience with high-pressure 
salesmanship both in direct and surplus 
line business, I have concluded that 
there is only one way to handle it suc- 
cessfully. That is to be absolutely firm 
in holding to your underwriting rules, 
regardless of the action of other com- 
panies. In dealing with such agents or 
agency managers, we can very quickly 
destroy the confidence we want them 
to have in our underwriting judgment 
by ‘giving’ a little here and a little 
there and, at the same time, we lose 
their respect and good will. 


Medical Examinations 


“A second underwriting problem arises 
because a company is frequently asked 
to accept examinations made by exam- 
iners whose qualifications are open to 
question. We see cases in which a large 
line of insurance is submitted to sev- 
eral companies on the basis of one or 
two examinations—frequently examina- 
tions made by what I choose to call 
‘three-an-hour’ examiners. In my ex- 
perience, we rarely find that the findings 
of these examiners vary widely from 
those of the more thorough examiner 
where a serious medical impairment is 
involved but there seems to be a con- 
siderable tendency to report more fa- 
vorable findings on borderline standard 
or slightly substandard cases. This may 
be even more serious in the long run 
than failure to report the more serious 
condition because such a high percentage 
of our substandard risks fall within the 
lower substandard groups. 

“It is very difficult to generalize on 
this aspect of our underwriting because 
of the wide differences between compa- 
nies in the selection and review of their 
medical examiners. However, since the 


great majority of surplus line business 
comes from the large metropolitan cen- 
ters, it is usually possible to determine 
when the examination furnished to us is 
made by a ‘three-an-hour’ examiner. In 
my opinion, a company which is careful 
in its selection of examiners should never 


accept surplus line business in large 
amounts on such an examination but 
should insist on having at least one ex- 
amination made by a thoroughly compe- 
tent man. 


Use of Phototastic Copies 


“The practice of accepting photostatic 
copies of the papers of another company 
seems to be quite prevalent in the han- 
dling of ‘surplus line’ business. In ap- 
proaching this question, I have tried to 
keep an open mind although I have, as 
many of you have, certain reservations 
as to the desirability of underwriting 
business by this method. The common 
practice among companies accepting 
photostats is to have the life insured 
complete a form in which he agrees that 
the answers to the medical examiner of 
Company A shall be used by Company B 
as a basic of the contract. I presume 
that those of you who will accept photo- 
stats are familiar with such a form. 
To my knowledge, the adequacy of this 
practice has not been the subject of 
litigation but our legal departments feel 
that the use of the form gives us ade- 
quate protection provided, of course, 
that a copy of both the form and Part I] 
of the application to Company A are 
made part of the policy issued by Com- 
pany B. It is the practice of some com- 
panies to secure a signed copy of their 
non-medical Part Il and make it a part 
of the policy. In some companies, the 
answers to the non-medical form are 
filled in at the home office, using the 
answers on the photostatic copy as a 
guide, and the life insured is required 
to sign the form when the policy is de- 
livered. One company also requires the 
life insured to sign a positive copy of 
the photostat of the original medical. 


Competitive Underwriting 


“Competitive underwriting is a prob- 
lem which is more acute in handling sur- 
plus business although by no means con- 
fined to that type. We are all anxious to 
maintain for our companies a reputa- 
tion for a sound underwriting policy. 
We are also anxious to maintain the 
loyalty of our field force and their con- 
fidence in the quality of our underwrit- 
ing. Therefore, when we become in- 
volved in a competitive underwriting sit- 
uation where we are unwilling to meet 
the competition, we have a real problem. 
In addition to taking a firm position, we 
must rely on our ability to satisfy our 
agents that our attitude is reasonable. 
when we are in a competitive situation, 
we must be ready to compare our under- 
writing policy with that of the industry 
generally and we must have not only 
the facts but the ability to present our 
side of the case with conviction. If we 
are more conservative in certain re- 
spects, we should admit it. We should 
explain to our agents how actions of 
different companies differ because of 
variance in the information furnished. 
We can illustrate this by specific cases. 
We can also point out that on certain 
impairments there is less uniformity be- 
cause of lack of statistical data. Above 
all, we must present our case in simple 
language and reinforce our argument 
by using such figures as our ratio of 
substandard issues and declinations. I 
know of one agency executive who is 
very successful in meeting underwriting 
complaints from agents and agency 
managers by showing them these ratios 
for the past few years. 

“The second problem would be much 
less serious if all companies insisted, as 
some companies do, on using only highly 
qualified examiners on every case where 
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force of such a company. If the policy 
is carried out over a period of years, 
higher mortality costs will result, par- 
ticularly if it becomes known that the 
company is liberal in this area, and 
thereby attracts more than its normal 
share of the so-called borderline risks. 

“At least 75% of applicants can pur- 
chase standard life insurance from most 
companies. The discriminating buyers in 
this large group will be definitely inter- 
ested in the over-all cost of their insur- 
ance. In any comparison the company 
with the more liberal underwriting pol- 
icy would tend to show higher costs if 
other factors are equal. Also, this add- 
ed mortality will continue for a con- 
siderable period years and is some- 
thing that cannot be changed over night 
by changes in underwriting of business 
thereafter submitted. ‘You can’t have 
your cake and eat it too.’ 


Keeping Management Informed 


“We must keep our top management 
people, and more particularly our agency 
executives, well informed about new de- 
vel ypments and trends in underwriting 
practice and how each particular situa- 
tion falls into the over-all pattern of 
our own particular company. No one 
should oppose change, but each change 
should be justified within the established 
pattern for each company. | 

“There are certain impairments on 
which most people would agree the mor- 
tality is not as great a hazard as it 
has been in years gone by. This is 
particularly true, for example, by the 
introduction of new antibiotics greatly 
reducing the loss of life from infectious 
diseases. In other areas there undoubt- 
edly will be much difference of opinion 
as to whether or not liberalization 
should be made. An example might be 
that of overweight. Have we much 
reason for feeling that the mortality 
from this particular impairment is better 
the an it used to be? As we hear of these 

-hanges, I wonder if we keep our agency 
senretres as well advised as we should. 
Certainly, we all know it is much easier 
to discuss changes of this kind in ab- 
stract than when we have a particular 
case before us from one of the com- 
pany’s leading producers. 


Selling Underwriting to Sales Force 


“Do we keep selling our sales force 
on our underwriting philosophy? We 
have had a long periqd of favorable 
economic activity. Mortality each year 
seems to improve eri idually. Under such 
conditions it is only natural that more 
and more liberalizations will be made, 
and for the most part they are prob- 
ably well justified. The last difficult 
times so far as mortality experience is 
concerned were those years of the early 
1930’s. We now have, by and large, a 
new generation of men in charge of un- 
derwriting, most of whom know of the 
difficulties in the early 1930's by hearsay 
only. 

“Since that time, we have more knowl- 
edge about medical impairments and 
other underwriting factors than was 
available to the underwriters of that 
day. X-rays and electrocardiograms have 
undoubtedly been of vreat advantage. 
However, has the basic problem of the 
individual who wishes to select against 
the company by purchasing large 
amounts of insurance been whipped? I 
often wonder how much advance we 
have made against this selection and 
vhether or not it is covered up in the 
favorable economical factors which have 
existed. Only the future will tell us, 
but it is something to reflect upon. 

“In conclusion it seems to me that our 
situation might be compared to that of 
floating down a stream. At the present 
time the water is smooth, no rocks ap- 
pear on the horizon, but is the stream 
perhaps flowing a little too rapidly not 
to conclude that there may be some 
rough water ahead?” 


New HOLUA Officers 


Thomas K. Dodd, Connecticut Mutual 
Life, was elected president of the Home 
Office Life Underwriters Association at 
the meeting of that group held here this 
week. Newly elected vice presidents are 
Doane Arnold, New England Mutual and 
Harry ‘Gundy, Sun Life of Canada. 


New York Managers Dinner 
For H. O. Underwriters 


The Life Managers Association of 
Greater New York gave a reception and 
dinner this week in honor of the mem- 
bers of the Home Office Life Under- 
writers Association, who met this week 
at the Hotel Statler. 


MacRae Talk 
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a considerable amount of insurance is 
involved. During the past few years, I 
have reviewed a large number of death 
claims where it was evident that a more 
careful examination would have saved 
the company money. Of course, it is 
not merely a matter of having high- 
grade internists as examiners and then 
informing our agency manager that all 
cases over a certain amount be sent to 
him. In fairness to our field force we 
must have examiners who are coopera- 
tive in arranging appointments and giv- 
ing applicants prompt attention. From 
my somewhat brief experience with this 
problem, I am convinced that the solu- 
tion is not an easy one. But I am also 
convinced that there is a solution and 
that it is decidedly in the best interests 
of the company as a whole to find it. 
“Under ideal conditions, ‘surplus line’ 
business could be desirable. But we will 
always have severe competition, medi- 
ocre examinations and_ unscrupulous 
agents. These three factors are more 
commonly encountered on a ‘surplus 
line’ case than on regular business and 
cannot be safely ignored. Our watch- 
word should be ‘Danger—Go Slow.’” 


New LIAMA Committeemen 


New members of the Life Insurance 
Agency Management’s combination com- 
panies committee elected this week at 
Hot Springs, Virginia, are Rufus E. Fort, 
Jr., vice president, National Life and 
Accident; Walter H. Saitta, vice presi- 
dent, Peninsular Life; Fred Wunderlick, 
vice president, Baltimore Life. 


N. Y. WOMEN TO MEET 

The next meeting of the League of 
Life Insurance Women of New York 
will be held May 4 at the Allerton 
House, New York. Speaker will be 
Richard K. Farrington of the home of- 
fice of The Prudential, who will discuss 
“Group Insurance, Accident and Health 
Insurance, and Pensions.” 




















EXCELLENT OPPORTUNITY IN CALIFORNIA 


Our continued expansion program calls for the establishment of District 
Agencies in three thriving Southern California cities. If you want to 
live in a mild climate where incomes are high and an unexcelled oppor- 
tunity exists for marketing life insurance as well as for building a District 
Agency, which can lead to a General Agency of your own, if desired, 
we suggest that you write confidentially to 


THE YATES-WOODS AGENCY 
Massachusetts Mutual Life Insurance Company 
2601 Wilshire Boulevard, Los Angeles, Calif. 





ALL POLICIES ... 


ALL BENEFITS ... 


M. O. Doolittle, President 





EMPIRE STATE... 


Equipped for Outstanding Brokerage Service 


WRITING 
ALL LINES .. . . .Life, Accident & Health, Hospital and Group. 
. Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 
- Premium waiver, Double Indemnity, Family 
Income, Family Maintenance. 
ALL RISKS. . . . . . We will write substandard on ANY 
POLICY WE ISSUE. 
We have an excellent agency contract for Surplus Line Producers. For details, write: 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd STREET 


P. E. Tumblety, First Vice President 








President’s Month Drive 

During May, representatives of Lin- 
coln National Life will observe Presi- 
dent’s Month in honor of its new Presi- 
dent, Walter O. Menge. This one- 
month contest will also launch the com- 
pany’s drive to attain $7 Billion of in- 
surance in force by convention time 
next year, when the company will cele- 
brate its 50th anniversary. 

President’s Month will feature both 
individual and agency competition and 
will be based on paid business. Individ- 
uals can qualify for the President’s 
Month honor roll by producing $20,- 
000 or more of eligible business, pro- 
vided premiums also meet specified 
requirements. There will be three groups 
of winners. Business to count must be 
sold during May and paid for by June 
18, and contest volumes will be deter- 
mined in accordance with the company’s 
current convention club rules. All mem- 
bers of the honor roll will receive per- 
sonal mementos from Mr. Menge. 


Named Brokerage Manager 

Perry D. Logan has been made bro- 
kerage manager for the Schloen-Levey 
agency of Manhattan Life in Beverly 
Hills, Calif. Formerly he was agency 
supervisor for Continental Assurance 
and previously was manager of the re- 
newals department for Occidental Life 
of Calif. 

COLONIAL DIRECTOR DIES 

Frederick S. Sundermann, president of 
Cravenette Company, manufacturer of 
the famous water repellent process and 
director of Colonial Life, died recently 
at the age of 63 after a short illness in 
the Harkness Pavillion, New York. He 
was a resident of Englewood, N. J. 

Mr. Sundermann was elected a direc- 
tor of Colonial Life in March, 1952, and 
was a member of the audit and insur- 
ance committees. 


HEAR LEN WATSON 
Len Watson, sales promotion manager 
of Security Mutual Life, spoke on “New 
Techniques in Life Insurance Advertis- 
ing” at a meeting of the Binghamton 
Life Underwriters Association in Bing- 
hamton, N. 
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TOUGH CASES 
CANCER: Depends. Most favorable 


cases are insurable after | year with a 
rating of $5.00 per $1,000 for the 2nd 
to the 4th years. Others are rated $7.50 
per $1,000 from 2nd to 5th years. 





IULAUUCUULLULU LLU 


"Champ" Edwards Agency 
Manhattan Life Insurance Co. 
551 Fifth Avenue, N. Y. 17, N. Y. 

MUrray Hill 2-7330 
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Field Brokerage Manager 
For Phoenix Mutual Life 





JAMES L. TAPP 


James L. Tapp of Columbus, O., has 
joined Phoenix Mutual as field manager 
of brokerage, it was announced by D. 
Gordon Hunter, vice president and 
agency manager. 

After attending Purdue and Ohio 
State Universities, Mr. Tapp commenced 
his life insurance career with the Ohio 
State Life of Columbus where he be- 

came chief underwriter. In 1948 he as- 
iaciabed with Earl H. Weltz and Co. of 
Philadelphia, as territorial manager for 
Ohio, Kentucky, and Minnesota. During 
the past several years he has specialized 
in the development and placement of 
“difficult risks” and surplus line cases 
for the Weltz organization. A veteran 
of World War II, Mr. Tapp served for 
over three years with the 13th Airborne 
Division. 


Harvard Alumni President 

Devereux C. Josephs, chairman, New 
York Life, has been elected president of 
Harvard Alumni Association. 
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Rietz Takes New Post With 
Great Southern on May 10 





H. LEWIS RIETZ 


H. Lewis Rietz, whose resignation 
as vice president of Lincoln National 
Life was announced last week and who 
is joining Great Southern Life of Hous- 
ton, Tex., becomes executive vice presi- 
dent of that company May 10. He will 
also be elected to the board of directors 
and as a member of the company’s ex- 
ecutive committee. 

Mr. Rietz, widely known, is president 
of the Health & Accident Underwriters 
Conference and a fellow of the Society 
of Actuaries. He has also served on 
committees of American Life Conven- 
tion and Life Insurance Association of 
America. For 15 years he was with the 
Metropolitan Life, resigning in 1948 
when he was assistant to the late Charles 
G. Taylor, Jr., then executive vice presi- 
dent, to join Lincoln National. After 
serving as second vice president he was 
promoted to full vice presidency of that 
company in 1952. 


Heads Prudential’s Second 
Baltimore Ordinary Agency 


WILLIAM McELROY BLAIR 


The Prudential has opened a second 
Ordinary agency in Baltimore under the 
direction of William McElroy Blair who 
has been a general agent there for Con- 
tinental American Life. 

Mr. Blair entered the life insurance 
business in 1940 with Home Life of New 
York in Baltimore. Six years later he 
joined Continental American as a super- 
visor later becoming manager. 








Liberalizes Air Cover 


Aetna Life has liberalized the avia- 
tion protection under its life insurance 
policies by extending additional indem- 
nity and double indemnity coverage to 
include passengers in civilian aircraft. 
The liberalized coverage is being made 
retroactive to include policies already in 
force with respect to deaths occurring 
on or after January 1, 1954, except for 
a few policies which contain special 
aviation restrictions. 











Bina West Miller Dead; 
Founded Women Maccabees 
Mrs. Bina West Miller, 86, 


founded the Woman's Benefit Associa- 


who 


tion of the Maccabees in Port Huron, 
Mich., was former president of National 
Fraternal Congress of America and for- 
merly vice chairman. of Republican State 
Committee of Michigan, died April 18 
in Evanston. She was wife of a Chicago 
investment counsel. 
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- Here’s how the n 





Contact your nearest 


Why do it the hard way ? 


Why make a tough job out of sell- 
ing your prospects a good thing ? 
A good product and a good pre- 
sentation go hand in hand when 
you promote UM Non-Cancellable 
& Guaranteed Renewable Sick- 
ness, Accident and Hospital poli- 
cies. There’s a UM Non-Can 
contract for every requirement. 
And for every contract there’s a 
new Interview-Guide Proposal. 
It takes your prospect through 
every step in determining his need 
for Non-Can, and makes the in- 
terview flow like a smooth brush- 
ful of paint. And it makes sales. 
For you, too! 


ew Interview Guide works- 


PROVIDES AN APPROACH 


Gets attention and sets the stage. 


DEVELOPS THE PROBLEM 


Shows the hazards and convinces pros- 
pect that it can happen to him. 


PRESENTS THE SOLUTION 


Dramatizes the benefits and shows how 
they will work for the prospect, thus 


eading into an automatic close of the 


sale, 


Union Mutual Agency and find 


out how their new interview guides will work for you! 





America's Eighth O 
Rolland E. Irish, President 


INSURANCE COMPANY 


| MUTUAL oF 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 


Idest Life Insurance Company. 
* John R. Carnochan, Vice President 


in Charge of Agencies. 


LIFE UNDER 


WRITERS SINCE 1848 











Marks 25 Years as Manager 
Prudential’s Times Square 




















JOHN A. McNULTY 


On May 1, 1929, the Prudential estab- 
lished the Square 
named John A. McNulty as manager. 
He had a special agent for the 
company 1922. That 
cated in the Paramount Theatre Build- 


Times agency and 
been 
since agency, lo- 


ing, 1501 Broadway, since 1935, has ex- 
panded greatly specializing in brokerage 
and surplus line business and it numbers 
among its clients many of the leading 
life insurance producers in the area. 

Mr. McNulty is a former president of 
the Midtown Managers Association and 
former chairman of the finance commit- 
tee of the Life Underwriters Association 
of New York City and is a member of 
the Round Table. Holder of the CLU 
designation, he was chairman of the 
CLU Institute at the University of Con- 
necticut in 1950. At the present time he 
is serving his second term as president 
of the New York Athletic Club and is a 
member of the board of directors of 
Jacob Ruppert, Inc. 

Graduated from U. S. Military Acad- 
emy at West Point in 1920, Mr. Mc- 
Nulty is president of his class which by 
tradition is for life. He returned to serv- 
ice in 1942 with the rank of captain go- 
ing on inactive status in 1946 as colonel. 
He was the first and only Provost Mar- 
shal in the metropolitan area in World 
War IJ. He has a family of five chil- 
dren, one son being an agent for the 
Prudential in the Bergen-Passaic agency 
in Hackensack, N. J. 

Associated with the Times Square 
agency as brokerage managers are Wil- 
liam H. Barton, with the agency since 
1931; John Pattison, CLU, with the 
agency since 1937; and Buzz Treharne, 
who joined the organization in 1951. The 
office supervisor, Olga  Pocsik, 
widely known in the insurance frater- 
nity, has been with the agency since its 
inception 


also 


U. S. Life Increases 

United States Life reported another 
big increase in new business for the first 
quarter of 1954. New paid Ordinary 
was 136% of that for the first quarter 
of 1953—new Group life was 350% and 
total A. & H. premiums were 143%. This 
followed substantial gains in new busi- 
ness in 1953 when new paid Ordinary 
showed an increase of 52% over the pre- 
vious year, new Group life was over 
three times that in 1952, and_ total 
\.& H. premiums increased 25% 

At the end of March the leading agen 
cies in Ordinary for 1954 were Dascit 
Underwriters, Inc. and James F. Mac- 
Grath Agency, both of New York City. 
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portunity to render the highest possible 

degree of service to those people.” 
Briggs on Community Relations 

In his comments on community rela- 
tions John L. Briggs, vice president and 
director of public relations, Southland 
Life, said: 

“Very often, life insurance companies 
are classified as financial institutions, 
which is partially correct, but it has al- 
ways seemed to me that our real busi- 
ness is people. Without favorable rela- 
tions with the public our financial busi- 
ness would be comparatively small. In 
our life insurance selling we stress the 
importance of the human life value. 
Just one step further is the importance 
of every individual connected with a 
particular life insurance company favor- 
ably influencing the people he most 
frequently meets. Unless our public 
knows what our company is doing in the 
way of service for them there can be no 
strong favorable public relations towards 
us 

“Regardless of our size we must recog- 
ize that it is not enough to offer plan- 
ned insurance service by policy contracts 
with liberal clearly worded provisions 
and well trained salesmen. That is only 
an ‘order-taking’ delivery job. We must 
be good citizens as well; active in the 
community. Many of us depend upon 
good business flowing in from hundreds 
of communities where civic problems 
can be solved only through intelligent 
and continuous leadership. The compa- 
nies must encourage their sales repre- 
sentatives, managers, superintendents, 
supervisors—all employes and __ sales 
representatives—to be as good citizens 
as they possibly can. We can train our 
personnel in an effort to create proper 
recognition concerning the importance 
of planning the work and carrying out 
the plans. 

“It is obvious that we cannot expect 
every agent to be a leader in worthwhile 
civic projects, such as Community Chest, 
Red Cross and Chamber of Commerce, 
but it is certain that activity in this 
direction will bring more general public 
acceptance of the life insurance agent 
as a good citizen. I do not want to 
convey the thought that all sales repre- 
sentatives should be members of clubs 
merely to have some connection because 
mere membership is not enough—may 
be time and money wasted unless there 
is active participation.’ 

Advertising in Civic Programs 

At this point Mr. Briggs said he had 
been asked to say something about that 
phase of community relationship which 
has to do with monetary contributions 
and advertising in programs. He said: 

“Actually, it has been my experience 
that it would be valuable for any com- 
pany to make a tabulation and survey 
of all such items reflected in its records 
of a period of one or two years, then, 
with this information, company execu- 
tive heads might determine automati- 
cally certain of the items which they 
felt should be continued each year more 
or less on an automatic basis upon re- 
ceipt of the requests. Other items should 
be classified as doubtful and each con- 
sidered separately. A rule which we 
have adopted for our company has 
worked very satisfactorily to protect 
against the ‘professional fund raising or- 
ganizations.’ When we receive a tele- 
phone request to buy tickets or adver- 
tise in a program, the automatic an- 
swer is, ‘We must have a letter stating 
all the facts concerning the project be- 
fore we can give any answer whatever and 
that such answer will be given in writ- 
ing. We have found that these pro- 
fessional ticket and program space sales 
organizations will not usually go to the 
trouble of getting the organization spon- 
soring the event to write such a letter 
and thus most of the doubtful situations 
are automatically eliminated.” 


(Continued from 


Life Insurers Conference In Florida 


Coley on Responsibility of Top 
Management 

Harold D. Coley, president, Durham 
Life, said that if the chief executive of 
a company is not completely sold on 
public relations he doubts if that com- 
pany can do a good job in that area. 
It is important that he impress the 
agency department with the necessity of 
being public relations minded. The 
same subject should be emphasized in 
the company’s school and training pro- 


grams. 

“Every new agent should be told that 
people are his biggest asset,” said Mr. 
Coley, “and that he cannot be continu- 


ously successful unless he strives to 
serve the people well. Thus, the entire 
good will building program stems from 
the president. If he is indifferent, then 
the chances are the rest of the organi- 
zation will be, too. As the company’s 
reputation corresponds with that of its 
field representatives we must be sure 
that the wrong type of man is not em- 
ployed on the debit. When such a man 
has found his way into the field ranks 
he may damage our reputation for years 
to come. Therefore, there can’t be too 
much emphasis placed on the recruiting 
and selection of new men.’ 


Moyler on Employe-Company Entente 


John Moyler, Jr., assistant vice presi- 
dent and PR director of Life Insurance 
Co. of Virginia, said that from the 
very beginning of his appointment he 
was considered a staff officer with or- 
ders to report directly to the president 
or administrative vice president. 

“No public relations program can sur- 
vive unless it has the ear and strong 
backing of top management,” he said. 
“After considerable thought we decided 
we should commence our activities by 
concentration on home office employes. 
Such groups often take too much for 
granted. It was felt that if our concen- 
tration on this group were successful 
that service to both field men and policy- 
holders would automatically be improved 
and the company’s prestige increased.” 

At the time of the retirement of 
Robert E. Henley as president of Life 
Insurance Co. of Virginia and the elec- 
tion to that office of Charles A. Taylor, 

banquet honoring Mr. Henley for his 
great contributions to the company was 
held at which were invited all home 
office employes with length of service 
equal to his. The next day every one 
attended a reception to the new presi- 
dent. Thereafter, a number of simple 
“tokens of appreciation” were put into 
effect, such as birthday cards from the 
president; flowers from him to those 
who were ill or had been bereaved, and 
monthly anniversary luncheons. 

In June, 1953, a management con- 
sultant was brought in to make an 
employe opinion survey. Many useful 
suggestions were received. It also re- 
sulted in a “search for talent” test. 
More than 100 of the 550 employes took 
the test and considerable hidden talent 
was brought to light. Another valuable 
by-product of the survey was the inter- 
est and participation aroused with the 
creation of numerous committees to 
study survey suggestions and_ prob- 
lems. These committees are all headed 
by officers, but are largely composed of 
supervisory and rank-and-file employes. 
Such problems are considered as merit 
rating, job evaluation, work simplifica- 
tion, standard practices and procedures. 
Acting on the recommendations of other 
committees the company during the past 
eight months has completely refurnished 
the cafeteria and many departments; has 
settled a pay period controversy; taken 
steps to reorganize employes recrea- 
tion association; provided indoctrination 
courses; tours and luncheons for new 
employes; brought back LOMA study 
courses; created an old-timers’ club. 

A charter banquet for the latter was 
held a few months ago and 107 mem- 
bers each received a gold watch from 
the president in appreciation of loyalty 


James R. Anthony, Jr. 


(Continued from Page 4) 


move against our business. The more 
we know about these the better.” 

During his term in the presidency, 
Mr. Anthony visited 65% of the member- 
ship companies. He recommended that 
the executive committee continue to hold 
its meetings in various parts of the Con- 
ference territory as it will bring the 
membership into closer contact with the 
committee and learn more about the 
nation-wide picture. He said considerable 
thought has been given to the scope of 
the central office being broadened and 
even to consider duplication of some of 
the functions of other trade associations. 
After careful examining of the subject 
he felt that this would be impractical 
and not economical. 





and 25 years’ service. For the past sev- 
eral months one-quarter page ads have 
been appearing twice weekly in Rich- 
mond newspapers which have featured 
pictures and short biographies of key 
and promising employes. 

W. H. Keck, Jr., Unity Life, said that 
the best thing his company has done 
towards promoting good relations, with 
the policyholders and also in its own 
field force, was its decision to waive all 
the provisions in its old policies and 
settle claims in accordance with the pro- 
visions in its current policies. “Some of 
our old policies had all kinds of restric- 
tions, limitations, and trick clauses,” he 
said. “In some cases it was almost im- 
possible for the policy to ever pay more 
than half regardless of how old it was 
and in other policies the only way the 
claim could possibly be paid would be 
if the insured died from a disease that 
was not known at the time the policy 
was issued. There was many a gripe 
from both the agents and policyowners 
when the company was taking advantage 
of all these classes. All of that has now 
been eliminated and has certainly pro- 
moted a healthier relationship between 
the company and the agent, the company 
and the policyowner, and the agent and 
the policyowner.” 


Minn. Mutual Field Council 
Of General Agents Meeting 


Ways of improving company prac- 
tices and handling agency management 
problems was discussed recently when 
the Minnesota Mutual Life’s field coun- 
cil of general agents met at the firm’s 
home office in St. Paul. 

The field council, composed of seven 
Minnesota Mutual agency managers who 
represent four regions covering the 
United States area, was organized a 
year ago to establish a closer liaison be- 
tween the home office and its field sales 
force. Council members canvass their 
respective areas for new ideas, suegested 
changes and constructive criticism of 
company practices. At the council ses- 
sions these are reviewed with H. J. 
Cummings, president, and other com- 
pany officers. 

Charles E. Childs, general agent at 
Denver, Colo., is chairman of the coun- 
cil and presided over the meeting. A 
veteran of 15 years with the company, 
he heads Minnesota’s largest agency. 
His 20 salesmen produced more than 
$8,000,000 in new business last year. 

Vice chairman is Reuben I. Lackey, 
general agent at Mankato, Minn., for 
nine years. Other field council represen- 
tatives are Earle Moore, manager of 
the firm’s second largest agency, in Los 
Angeles, who is a_member-at-large; 
and general agents Paul D. Williams, 
Minneapolis; R. N. Thomas, Knoxville, 
Tenn.; Leo R. Bock, Amarillo, Tex.; 
and Lamont R. Johnson, Spokane, Wash. 

The Victor-Winter agency, St. Paul 


and the P. D. Williams agency, Minne- 
apolis were in charge of Minnesota Mu- 
tual sales. Both units have been out- 
standingly successful for more than 20 
years, 














LIFE AND ACCIDENT 
INSURANCE COMPANY 


A Forty-Five Year Old 
Capital Stock Company 









INDIANAPOLIS, INDIANA 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 








Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees like us and we like 
them, all of which means a 
smooth-running Company. 


JAMES M. DRAKE, President 














United States Life Makes 
Group Dept. Promotions 


Fred O. Becher, vice president in 
charge of Group for United States Life, 
has announced the following changes in 
the company’s Group department: 

James N. Mazzeo is now director, 
Group sales and service; Warren V. 
Smith has been moved up to regional 
manager for Group on the eastern sea- 
board; F. Dale Fredrickson, Jr., has 
been appointed district Group supervisor 
for the West Coast with offices at 215 
West 7th Street, Los Angeles. 

Mr. Mazzeo joined U. S. Life in 1948 
after two years in the advertising field. 
He worked in several home office de- 
partments before becoming Group sales 
representative in 1950. He was appointed 
regional manager in May, 1952, and in 
July, 1952 became assistant director, 
Group sales and service. 

Mr. Smith joined U. S. Life in 1950 
as a home office representative working 
out of Rochester, N. Y. In 1953 he 
moved to the Group sales and service 
department at the home office. After 
World War II, during which he served 
as an Air Force captain, Mr. Smith 
joined the John Hancock as an agent. 
From 1947 to 1950 he was in sales and 
service with the Aetna Life in Roch- 
ester. 

Mr. Fredrickson has B.S. and Master 
degrees from the University of Cali- 
fornia. He was discharged a captain 
from the U. S. Army after World War 
II. He began his insurance career in 
Los Angeles in 1949 as a Group depart- 
ment home office representative for Pa- 
cific Mutual Life. He became manager 
of that company’s Kansas City regional 
Group office in 1950 and then returned 
to the Los Angeles office as assistant 
manager in 1952. In 1953 he was mana- 
ger of the Ray E. Treece Welfare and 
Pension Planning Co. in Los Angeles. 
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Penn Mutual Life’s top qualifiers cli- 
maxed a year of peak production with 
two of the most successful conferences 
ever held by the company—easterners 
met at The Homestead, Hot Springs, 
Va., the latter part of March; western- 
ers convened at the Arizona Biltmore, 
Phoenix, Ariz., early in April. The theme 
of both meetings was “Lives Insure Your 
Future!” 

Vice President D. Bobb Slattery called 
to order the three-days’ ‘business ses- 
sions at both conferences. President 
Malcolm Adam, first program speaker, 
alerted his listeners to “Your Lifetime 
Opportunity” in a novel way. On a 
screen was flashed the picture of each 
qualifier with 25 or more years of serv- 
ice, his production record and his home; 
and as part of this feature President 
Adam inaugurated the presentation of 
service awards in recognition of long 
years of service. 

Superintendent of Agencies George A. 
Bennington, III, then answered his 
question—“Why More _ Lives?” and 
“Building a Bigger Base” was the next 


program feature. Five participants, each 
of whom had paid for 100 or more lives 
in 1953, contributed their “how” on build- 
ing a lives foundation. 

Early in the evening of this first con- 





D. BOBB SLATTERY 


ference day Superintendent of Agencies 
Bennington met with company general 
agents who had held that position for 
less than five years and announced that 
competition for possession of a new 
plaque, which he displayed, was open to 
them—the President’s Progress Award. 
The program of the second day's 
business sessions included a seminar day 
for underwriters, and a meeting of all 
the wives was scheduled. A complete 
seminar ran for an hour and a quarter 
and was then repeated for the next 
audience. In this way all could hear dis- 
cussions on Organizing for More Lives, 
The Art of Programming, Selling the 
Small Business, Estate Planning Tech- 
niques and Selling Pensions and Profit- 
Sharing Plans. At the wives’ meeting 
“Working Together Insures Success” 
was the topic, and there were some 
excellent suggestions on how a wife can 
assist ‘her husband achieve success. 
Early next morning the Penn Mutual 





Penn Mutual Life Conferences 


President Malcom Adam (left) and Supt. 
of Agencies George A. Bennington, III 


Chartered Life Underwriters met at 
breakfast and the remainder of this 
final business day was devoted to “Make 
Mine a Million,” which main theme was 
made clearer by qualifiers who spoke on 
Through Organizing My Week’s Work; 
Through Better Prospecting; Through 
Good Answers to Objections; Through 
Closing Techniques and Getting Cash. 

Both conferences were brought to a 
close by million dollar producers, their 
topic “Why People Buy Life Insurance” 
—George W. Stewart, of the James B. 
Eckenrode, Jr., Agency, Pittsburgh, on 
the eastern program; and Gregory Jones, 
Jr., Forrest J. Curry Agency, San Fran- 
cisco, at the western meeting. 

Vice President Slattery concluded both 
conferences with a taik on “More in 
541” 


Mutual Benefit Workshop 


A property planning workshop was 
held April 26 - 28 by Mutual Benefit Life, 
Newark, N. J., at the Bankers Club in 
New York City. Eleven company repre- 
sentatives attended the three-day ses- 
sions to participate in discussions on 
estate and business insurance problems 
and employe benefit p’ans. 

Director of Advanced Underwriting 
Services George B. Gordon and Assis- 
tant Counsel Jzmes C. Wriggins, both 
of the home office, directed the work- 
shop. 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 





60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Fidelity Mutual Issues 
New Special Policy 


Announcement has been made by Fi- 
delity Mutual Life of Philadelphia of a 
special policy, to be available immedi- 
ately. Known as the Fidelity Special, 
the policy will be issued in amounts of 
$15,000 and up, at ages from 1 to 65 
years inclusive (10 to 65 in New York). 

A life policy with premiums ceasing 
at age 90, it will be available on both 
standard and sub-standard lives. Dis- 
ability and Accidental death coverage, 
and Term riders may be issued with it 
at the regular ages for these benefits. 
Premiums may be paid annually, semi- 
annually, quarterly and monthly. 

Premium rates and dividends reflect 
the savings made possible by the rela- 
tively high minimum amount require- 
ment. Cash values, provided on a regu- 
lar basis, equal the full reserve by the 
end of the tenth policy year. 


Northwestern Mutual Life’s 
New York Service Office 


A unified plan of collecting premiums 
and servicing policyholders of the four 
New York Metropolitan general agencies 
of Northwestern Mutual Life, will go 
into effect as of May 1. The North- 
western Mutual policyholders service of- 
fice at 420 Lexington Avenue, under the 
management of Paul R. Fischel, will now 
be sponsored by the general agencies of 
J. R. Guy, W. F. McMartin, Krueger & 
Davidson and A. J. Johannsen. The office 
was established by Mr. Guy and Mr. 
McMartin when their agencies succeeded 
the former McMillen agency, where Mr. 
Fischel had been office manager. Later 
Krueger & Davidson joined, and now 
Mr. Johannsen is becoming a part of the 
service organization. 

Each of the general agencies will con- 
tinue to operate separately and maintain 
individual business offices. The service 
office permits them to concentrate on 
the production of new business and re- 
lieves them of the responsibilities of 
maintaining individual service and col- 
lection departments. There are more than 
70,000 life policies in force in the four 
agencies according to C. W. Adamson, 
treasurer. 














Wanted: MANAGER CREDIT INSURANCE DEPT. 


Strong, Progressive Southwest Legal Reserve Company 


Must be able to open and manage cred’t life and accident 
and health department for stock company not now in credit 
insurance field. Preferably between the ages of 30 and 45. 
Must have had credit insurance experience. Give full decails 
concerning your business and educational background. Replies 
treated with strictest confidence. 
responsibility to be assumed. Write Box 2240, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 


Salary commensurate to 














Opens New Hampshire Agcy. 
For Connecticut Mutual 





SUMNER C-. 


WEEKS 


Weeks 
as general agent at Manchester, N. H., 
has been announced by Connecticut Mu- 
tual Life. The 
agency re-establishes general agency op- 


Appointment of Sumner C. 


opening of the new 


erations in New Hampshire. 

Mr. Weeks has been supervisor in the 
Winslow S. Cobb 
pany at Boston. He became associated 
with Connecticut Mutual in 1946 follow- 


agency of the com- 


ing four years in the Air Force. His 
ling, Mass., 


he was active in the Neighborhood Bet- 


home has been in Reac where 


terment Association, Community Chest 
drives and Red Cross campaigns. 

The Weeks Agency offices are located 
at 405 Bell Building, 922 Elm Street, 
Manchester. 


Franklin Life Appoints 
Weiniger in Newark, N. J. 


Wallace Weiniger has been appointed 
general agent in Newark, N. J., for the 
Franklin Life of Springfield, Hl., accord- 
ing to an announcement by Claude i: 
Freed, regional sales director of the 
eastern division of the Franklin. 

Mr. Weiniger has been engaged in 
insurance work since October, 1945,.when 
he joined his father’s agency, Weiniger, 
Schleifer & Co., in Newark. His early 
years were spent in the A. & H. field 
as agent for Continental Assurance, and 
four years ago he entered the life field. 
He has recently served as life manager 
for Weiniger, Schleifer & Co. as general 
agent for United States Life. He is a 
veteran of three years’ service with the 
Air Force, and has won the Distin- 
guished Flying Cross and Air Medal 
with two Oak Leaf Clusters. 





You Witi 








SSARTHSPONE INSURANCE co. OF MASS. 
Boston 15, Mass. 


Are You on the Right Track? 
Are You Heading inthe Right Direction? 


Be....1f You 


5316 Sheridan R 


Represent — 
COMBINED IMSBRANCE co. o AMERICA 


Chicago 40, Ill. 





COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue 


W. CLEMENT STONE, President 
of the Combined Group 


Dallas 4, Tex. 
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WHO’S WHO ON 
OPPOSITE PAGE 


Photo round-up of events and person- 
alities at New England Mutual’s Gen- 
eral Agents Association meeting, San 
Marcos Hotel, Chandler, Arizona. 

(1) Winners of the George L. Hunt 
Manpower Trophy display their awards: 
(left to right) Pendleton A. Miller, CLU, 
Topeka; Wheeler H. King, CLU, New 
York; Frederick A. Savage, Jr., CLU, 
Baltimore; Milton C. Kibler, Savannah; 
and Vice President George L. Hunt. Not 
shown was William L. Wadsworth, 
Buffalo. 

(2) William B. Wagner, CLU, Harris- 
burg, reads a humorous scroll welcoming 
Lambert M. Huppeler, CLU, as a vice 
president, with illwmination supplied by 
the honored subject. 

(3) Guest visitors at the meeting, Mr. 
and Mrs. George B. Byrnes, CLU. 

(4) Arizona Governor Howard Pyle 
jokes with William W. Clore, Phoenix 
general agen: who acted as host at the 
business meeting. 

(5) General Agents Association offi- 
cers elected at the business session (left 
to right): Fred A. Lumb, CLU, Grand 
Rapids, executive committee member; 
Wheeler H. King, CLU, vice president; 
E. Clare Weber, CLU, Cleveland, execu- 
tive committee member and immediate 
past president; Wm. Eugene Hays, 
CLU, Boston, president; Bruce Bare, 
CLU, Los Angeles, secretary-treasurer ; 
Francis G. Bray, Houston, executive 
committee member. 

(6) General agents whose agencies 
were runners-up for the President’s 
Trophy Award: (left to right) Wm. Eu- 
gene Hays, CLU; David S. Kamp, San 
Francisco; Archie B. Carroll, Jr., CLU, 
Charlotte; William L. Wadsworth, Buf- 
falo. 

@ E. Clare Weber, CLU, Cleveland, 
winner of the 1953 President’s Trophy 
for all-round agency excellence, receives 
congratulations of Vice President 
George L. Hunt at the presentation 
ceremony. 

(8) Group photo. 

(9) President O. Kelley Anderson at 
the mike. 


Hays Heads New England 


Mutual General Agents 

Wm. Eugene Hays, CLU, of Boston, 
was elected president of the New Eng- 
land Mutual’s General Agents Associa- 
tion at the group’s annual meeting last 
week in Chandler, Arizona. 

Others elected were: vice president— 
Wheeler H. King, CLU, New York; 
secretary - treasurer—Bruce Bare, CLU, 
Los Angeles; executive committee mem- 
bers—Francis G. Bray, Houston, Fred 
A. Lumb, CLU, Grand Rapids, and E. 
Clare Weber, CLU, Cleveland, imme- 
diate past president. 

Mr. Hays, whose Boston agency held 
the number three spot in the company 
for 1953 and now ranks second for the 
year to date, was director of agencies 
for the company from 1938 to 1946, 
when he assumed management of the 
Boston - Curtis agency. A 1926 gradu- 
ate of Leland Stanford University, Mr. 

ays is a national trustee of the Amer- 
ican College of Life Underwriters, a 
member of the Boston Chapter of Char- 
tered Life Underwriters, a director of 
the Boston General Agents and Man- 
agers Association and of the Boston 
YMCA, and is a leader in a number 
of civic and welfare organizations. 


STANTON CUP WINNER 

Toronto ‘Bay Branch of Sun Life As- 
surance, under management of E. Clif- 
ford Marr, has been awarded the Stan- 
ton Cup for 1953. This trophy is 
#wwarded annually for one year to the 
company branch in Canada which has 
Shown the best all-round results dur- 
ing the year. 


J. R. Laughead’s New Post 


J. Russell Laughead has been named 
general agent at Des Moines for Massa- 
chusetts Protective Association, Inc., 
and Paul Revere Life. He has been as- 
sociated with the insurance business in 
Des Moines since 1936 in both home 
office and sales capacities for Bankers 
Life of lowa. 


After four years of naval service dur- 
ing World War II, he returned to field 
work. He resigned as general agent for 
the Berkshire Life at Des Moines to ac- 
cept his new position. 





Great-West Life Appoints 


Newark Group Supervisor 


Great-West Life has announced the 
appointment of Johnstone R. Law as 
Group supervisor in the company’s New- 
ark branch. 

Mr. Law is a graduate of Middlebury 
College, Vermont. Prior to entering the 
life insurance business in 1950, he served 
for three and a half years as a lieutenant 
in the Navy. In his new position, he will 
be associated with Verne K. Pitfield, 
manager of the company’s Newark 
branch. 
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liberal claim settlement 
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CHOOSE 
American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 

%* NO BUSINESS WRITTEN DIRECT 

% ALL CLAIMS SETTLED LOCALLY 
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We’d like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 


AMERICAN HEALTH 


INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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Cromwell Retires as 
General Agent Here 


WITH MANHATTAN LIFE SINCE ’37 





Bernard A. Haas Takes Over Agency; 
Cromwell Launched in Insurance 
Here in 1919 


Charles V. Cromwell, general agent in 
New York for Manhattan Life since 
1937, has resigned from active business 
as of today. Throughout that time he 
has had offices at 60 East Forty-second 


Street. The agency organization will be 





CHARLES V. CROMWELL 


taken over by Bernard A. Haas, general 
agent, who merged his offices with Mr. 
Cromwell’s in October, 1953. 

Long widely known in insurance cir- 
cles in New York, Mr. Cromwell entered 
the business through the old Louis A. 
Cerf agency of Mutual Benefit Life in 
1919 following service in World War I. 
When the _ former 
agency of Massachusetts Mutual was or- 


Keane-Patterson 


ganized in 1925 he became its supervisor 
of agents. Then, in 1933, when Grant L 
Hill relinquished his post as production 
manager of the Clifford L. McMillen 
agency of Northwestern Mutual to go 
to the home office as director of agen- 
cies, Mr. Cromwell was picked to fill 
that position. He started his own agency 
with Manhattan Life in 1937. 

A luncheon, in Mr. Cromwell's honor, 
was held on Wednesday of this week 
at the Hotel Commodore. 
attending, in addition to General Agent 


Among those 
Haas, were Manhattan Life chairman 
James P. Fordyce; Thomas E. 
Jr., president; Frederick W. Lohm, cu- 
perintendent of agencies, eastern divi- 
sion; and others. 


Lovejoy, 


Cuban Group Meeting Here 

Headed by Gustavo Godoy, executive 
vice president of the life insurance oper- 
ations of the Compania Godoy-Sayan, 
Havana, Cuba, some 30 producers and 
managerial representatives of La Metro- 
politana, Compania Nacional de Segures, 
S.A,, being the successful award win- 
ners for the volume of life insurance 
written during the past year, are enjoy- 
ing a week’s stay at the Hotel Roosevelt 
and visits to the entertaining points 
in New York. 

Ultramar Inter-America Corporation, 
60 Wall Street, of which Enrique 
Godoy-Sayan is president, are the hosts 
for their associates from Cuba. 
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Surrogate Reversed 
In Bissell Case 


—_——_——— 


INVOLVED ANNUITY CONTRACT 


Surrogate Held "Mutual Benefit Life 
for Estate Tax; Wide 


Interest in Case 





The New York Supreme Court, Appel- 
late Division, First Department, on April 
20, unanimously reversed the Surrogate 
in Matter of Bissell, and held that an 
insurance company which issues a joint 
and survivor non-refund annuity con- 
tract is neither a “person interested in 
the estate” nor “in possession” of tax- 
able property within the meaning of 
Section 124 of the Decedent Estate Law. 

The Surrogate had held Mutual Bene- 
fit Life liable in apportionment proceed- 
ings for the estate tax allocated to such 
an annuity contract, the value of which 
had inured to the benefit of the sur- 
viving annuitant upon the death of the 
first payee, and reduced the amount of 
the future monthly payments. In so 
doing the Surrogate had relied upon the 
“toll theory” expounded in the lower 
court’s opinion in Matter of Scott, not- 
withstanding the rejection of that theory 
by the appellate courts in the Scott case 
and in Matter of Zahn. 


Court Rejected Toll Theory 


In reversing the Surrogate and ab- 
solving Mutual Benefit from all liability, 
the Appellate Division again rejected the 
validity of the “toll theory,” and said: 

“Upon the facts here presented, the 
appellant is not a ‘person interested in 
the estate’ within the meaning of Sec- 
tion 124. If an apportioned estate tax 
is to be collected from an insurance 
company, it must be based upon a find- 
ing that the company has received and 
is holding a fund which must be paid 
out in any event. Thereupon, the amount 
of the tax may be recovered by the ex- 
ecutor because the company is in pos- 
session of the fund against which the 
tax has been assessed. 

“Here, no sum of money became due 
and payable upon the decedent’s death. 
The obligation of the company was to 
make future monthly annuity payments 
conditioned upon the survival of the 
annuitant as of the date of the monthly 
payments. The company was not ‘in 
possession’ of any fund, mor does one 
exist from which’ the tax can be paid 
for nothing may be payable in the fu- 
ture.” 

In reaching its conclusion, the Court 
rejected the applicability of the Scott 
case to the facts of this case, and ap- 
plied the rule of the Zahn case. 

The Court noted that a contrary deci- 
sion would make the insurance company 
assume the risk of paying the tax, since 
recoupment would depend upon the con- 
tinued survival of the annuitant under 
this non-refund contract, and recognized 
that this would have the socially undesir- 
able consequence of compelling an in- 
surance company to withhold all pay- 
ments to a surviving annuitant until the 

tax liability of the decedent’s gross es- 
tate had been determined. 

This decision is, in effect, an affirm- 
ance of Surrogate’ Frankenthaler’s 
opinion in Mater of Gross, although the 
Gross case was neither cited nor men- 
tioned in the Court’s opinion. 

The opinion closely follows the line of 
argument set forth in the amicus curiae 
brief prepared and filed by the staff of 
the Life Insurance Association of Amer- 
ica. 


Northwestern Mutual Promotions 


A series of promotions including sev- 
eral changes in title have been an- 
nounced for the agency department of 
Northwestern Mutual Life by Grant L. 
Hill, vice president and director of 
agencies, to be effective May 1. 

“A desire for a broadened and ac- 
celerated development within the agen- 
cy department with particular emphasis 
on an expanded program field training 
and recruitment of career agents has 
resulted in rearrangement of duties and 
responsibilities of the agency depart- 
ment official staff,” said Mr. Hill. He 
added, “It will result in an even closer 
liaison between the field force and home 
office.” The moves also absorb the 
duties performed by Roe Walker who 
has been appointed general agent at 
Cincinnati. 

Willard H. Griffin, CLU, will retain 
his title as superintendent of agencies 
but will be relieved of supervising the 
company’s eastern general agencies in 
order to act as general administrative 
officer for all department activities. 

E. Templin and B. B. Snow, as- 
sistant directors of agencies, will be 
named superintendents of agencies with 
Mr. Templin directing the western gen- 
eral agencies and Mr. Snow taking over 
the eastern agencies. 

Harold Gardiner, CLU, director of 
education, will be designated director 
of education and field training, while 
Charles B. McCaffrey, assistant director 
of agencies will have the new title, 
director of advanced underwriter train- 
ing. 

Julian F. Leet and Tom Hyland, agen- 
cy assistants, will each become assistant 
directors of agencies, making them offi- 
cers in the Northwestern. 

Mr. Griffin joined the Northwestern 
in 1937 as a_ special agent for his 
father’s general agency in Manchester, 
N.H. He was appointed assistant di- 
rector of agencies in 1948. From 1949 
to 1951 he was in charge of sales pro- 
motion and advertising. Since that time 
his duties have been of an administra- 
tive nature. 

Mr. Snow, in addition to his new 


duties, will continue to serve as liaison 
with the district agents association. He 
was a successful district agent in Wor- 
cester, Mass. prior to his appointment 
as assistant director of agencies in 1 
He has participated in company sales 
meetings throughout the country and 
has served as sponsor for a number 
of general agencies. 

Mr. Templin joined the home office 
of the Northwestern in 1948 as agency 
assistant after serving as an agent in 
the H. L. Cramer agency in South 
Bend, Ind. He was promoted to assis- 
tant director of agencies in 1951, taking 
over the sales promotion and national 
advertising responsibilities from Mr. 
Griffin. As superintendent of agencies, 
he will continue to have charge of na- 
tional advertising and will supervise 
induction activities besides serving as 
liaison with the special agents associa- 
tion. 

Mr. Gardiner’s responsibilities as direc- 
tor of education and field training will 
continue to include direction of the 
company’s educational courses, career 
school for agents, clinics for general 
and district agents, and supervisors, with 
a general broadening of emphasis in 
these fields. He serves also as liaison 
officer with the agents association com- 
mittees for annual and regional meet- 
ings. 

Mr. McCaffrey, a specialist in estate 
planning, will be in charge of advanced 
underwriter training including the semi- 
nars to be held in that field. 

The new officers, Messrs. Leet and 
Hyland, have been with the home office 
since 1952. Mr. Leet entered the life 
insurance business in 1946 as an agent 
in Columbus, Ohio; while Mr. Hyland 
entered as an agent in 1948 at Denver. 
Both won the bronze, silver and gold 
button awards for sales production. 

In their new capacities, Mr. Leet will 
be primarily responsible for sales produc- 
tion, including sponsorship of 15 general 
agencies, while Mr. Hyland will super- 
vise the company college induction pro- 
gram, also sponsoring a number of gen- 
eral agencies. 


ze '% 





Morris Weinberg Retires 
As U. S. Life General Agent 


Morris Weinberg, the oldest general 
agent in point of service with United 
States Life, has retired. The Paramount 
Agency, which he has headed for over 


a quarter of a century, has been pur- 
chased by Herman A. Klein, Bergen 
Tallman and John J. O’Brien of New 
York. The agency housed at 44 Court 
Street, Brooklyn, will continue as Para- 
mount Agency, Inc. 

Mr. Weinberg was appointed as gen- 
eral agent for the Brooklyn National 
Life in January, 1928. This company 
was then merged with the U. S. Life in 
1935. 

Last year, at a special luncheon in his 
honor, Mr. Weinberg was awarded a 
plaque to commemorate his Silver Anni- 
versary. The presentation was made by 
Vice President and Secretary George M. 
Selser, himself a 25-year man with U. S. 
Life. 

Mr. Weinberg was born in Austria; 
came to this country in 1902. He began 
his insurance career with the John Han- 
cock as an agent in 1917. He had an 
outstanding selling record with that 
company leading to his own general 
agency in 1928 

Mr. Weinberg has been a member of 
the Spinoza Lodge of the Independent 
Order of Odd Fellows for 44 years. He 


Named by Pacific Mutual 


Named general agent for Pacific Mu- 
tual Life at Dayton, O., is James W. 
Butler, formerly supervisor for the com- 
pany’s Cleveland General Agent John E. 
Criswell. 

As Dayton general agent Mr. Butler 
succeeds Jake Matusoff, who is continu- 
ing with the agency as a personal’ pro- 
ducer. 

Taking over as general agent for 
Pacific Mutual at Sacramento, Calif., is 
John H. Cobb, named to the post after 
eight years with the company, first as 
agency supervisor and more recently as 
general agent for Northwestern Texas 
and New Mexico. Frank E. Simpson, 
former Sacramento general agent, con- 
tinues with the agency, devoting him- 
self to personal production. 





has served from the lowest to the high- 
est chair in his lodge. He is president 
of the Independent Insurance Brokers 
Association of Brooklyn, Inc. He pre- 
viously served as secretary and first 
vice president of the association. He is 
now serving on the board of directors 
of the Brooklyn branch of the Life Un- 
derwriters Association. 


John Hancock Changes 


(Continued from Page 1) 


dends will be granted on certain Ordi- 
nary policies issued on or after Septem- 
ber 1, 1947. Also, work is now in prog- 
ress which it is anticipated will enable 
us to recommend to our Board of Direc- 
tors an improvement in the annual divi- 
dend scale on certain Ordinary policies 
issued prior to May 1, 1954, to become 
effective on their policy anniversaries 
in 1955.” 

Automatic Supplementary Features 

Waiver of premium, accidental death 
and loss of sight or limbs benefits will 
be included as automatic features in all 
standard and Class 1 sub-standard pol- 
icies of the Multiple Protection series. 
One premium rate payable throughout 
the premium paying period will cover 
basic and supplemental benefits. There 
will be two sub-standard classes desig- 
nated as 1 and 2. Class 2 sub-standard 
policies will not contain supplemental 
benefits. : 

Other liberalization features in the 
Multiple Protection series of policies are 
achieved by a reduction of the con- 
testable and suicide clause from two 
years to one and attainment of the ulti- 
mate amount on juvenile insurance at 
age 6 months, rather than after the first 
policy anniversary. 

Liberalization of underwriting consists 
of the inclusion under standard rates on 
all Ordinary policies of many workers 
formerly subject to special occupational 
ratings; extension of non-medical privi- 
lege to age 50 instead of age 40; and 
underwriting of waiver of premium bene- 
fits for female lives on Select Ordinary 
at 1% times rather than twice the rate 
for males. 

Studies made in the past year have 
made it possible to measure waiver of 
premium rates against actual recent ex- 
perience. As a result, reductions of one- 
third to one-half will be made in cal- 
culating waiver of premium rates for 
new Select Ordinary business. Appli- 
cant’s waiver of premium benefits for 
juvenile insurance will be the same for 
ali Ordinary lines of business. 


Monthly Debit Ordinary Limits Extended 


Extension of monthly debit Ordinary 
limits under the new program is de- 
signed to fill in the narrow gap formerly 
served by the monthly premium Indus- 
trial, which will be discontinued. Limits 
are $500 minimum and $2,999 maximum. 
Maximum monthly premium of $9.99 will 
continue to apply. The same new simpli- 
fied policy forms will be used as for the 
Multiple Protection series. Since the 
same policy of services in the field offices 
will be followed, the net cost position 
of this line of business will be improved. 

Referring to the John Hancock’s plan 
to transfer many of its home office func- 
tions on policies of moderate amount to 
field offices, such as underwriting and 
issuing policies, handling loans, settling 
surrenders and death claims, President 
Clark remarked, “The policyholders 
eventually will receive the benefit of 
more rapid and more personal service. 
The company’s local representatives will 
receive the benefit of increased prestige 
in the territories in which the field 
offices are located. 

“Because of the numerous problems 
to be solved in connection with this pro- 
gram, it is planned to develop the actual 
decentralization over a period of several 
years and to initiate the program after 
the procedures have been thoroughly 
tested in various offices.” 
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HEARTHSTONE INSURANCE CO. OF MASS. 
395 ¢ Ith A Boston 15, Mass. 


Are You on the Right Track? 
Are You Heading inthe Right Direction? 


Be....1f You Represent — 


COMBINED INSURANCE CO. OF AMERICA 
5316 Sheridan Road Chicago 40, 


COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue Delles 4, Tex. 
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Percy A. Peyser Agency 

Has Progressive Growth 
AMONG THE COMPANY LEADERS 
General Agent Peyser Marks 29th Year 


in Insurance June 1; With Manhat- 
tan Life Since 1940 








Percy A. Peyser, general agent for 
Manhattan Life, with offices at 140 West 
57th Street, New York, announced that 
the agency’s paid for business for the 
month of April exceeded $1,500,000. The 
Peyser Agency, which is among the 
company leaders, has grown consistently 
over the years. For the first quarter 





PERCY A. PEYSER 


of this year, paid-for production to- 
taled $607,430, which compares with 
$483,342 in the same period of 1953; 
$383,000 in 1952 and $306,488 for the 
first quarter of 1951. 

On June 1, Mr. Peyser will celebrate 
his 29th anniversary in the insurance 
business. In 1925 he entered the general 
insurance business, and after about six 
months became an agent with the 
Keane-Patterson Agency, Massachusetts 
Mutual. After a number of years of 
successful production with Keane-Pat- 
terson agency Mr. Peyser became a 
co-general agent of National Life of 
Vermont. In 1932 he returned to Massa- 
chusetts Mutual as unit manager, later 
becoming production manager in the 
Pershing Square agency of that com- 
pany. He became general agent of Man- 
hattan Life in November, 1940. 

Since he entered the life insurance 
business, Mr. Peyser has been an active 
member of the Life Underwriters Asso- 
ciation of the City of New York. He 
was chairman of the sales congress 
committee in 1936 and has been on 
the teaching staff of the association's 
courses for new agents. He has given 
frequent talks on various phases of 
life insurance selling. 

Mr. Peyser’s philosophy of selling is 
based on emotional appeal. He feels that 
the basic fundamental idea of a man 
buying insurance to safeguard the se- 
curity of his family is’still the heart and 
soul of the life insurance business. 

About settlement options, Mr. Peyser 
feels that this is one of the most im- 
portant parts of the rate book. Many 
wonderful combinations can be con- 
cocted, he remarked, through the use 
of settlement options that will intrique 
the prospect and an ideal program to 
Suit each individual’s needs can be de- 
Veloped if they are properly applied. 
1€ recommends settlement options, par- 
ticularly to new men coming into the 
business, as a source of a great deal of 
potential business. 

“Ask Peyser About It,” which has 





Institute Gets Citation 


For Broadcast Program 

A citation for “distinguished service 
for assistance in the fight against mental 
illness” has been awarded to the Insti- 
tute of Life Insurance-Mutual network 
radio program “The Search That Never 
Ends.” 

In making the award over the nation- 
wide Mutual Broadcasting System, 
Tuesday night, April 27, Dr. George S. 
Stevenson, medical director of the Na- 
tional Association for Mental Health, 
stated: “‘The Search That Never Ends’ 
has bravely attacked the superstitions 
that surrounds mental illness and has 
done a fine job of giving the public the 
true facts of mental illness like schizo- 
phrenia, the illness we heard about to- 
night. This is a major contribution to 
the nation’s health because informed 
citizens are needed to tackle this great 
problem. 

“For this assistance in the crusade 
against mental illness the National As- 
sociation for Mental Health takes pleas- 
ure in awarding this citation for dis- 
tinguished service.” 

Holgar J. Johnson, president of the 
Institute, accepted the citation. Dr. 
Stevenson was introduced by Dr. Louis 
I. Dublin, health and welfare consultant 
to the Institute. 

“The Search That Never Ends” is 
heard over the nationwide Mutual 
Broadcasting System, Tuesday from 9:30 
to 9:55 pm., EDST, and over WOR- 
New York, Saturdays, from 9 to 9:25 
p.m., EDST. 


CHICAGO GROUP MANAGER 

Named manager of the Chicago re- 
gional Group office of Pacific Mutual 
Life is Dwane G. Mikelson. His appoint- 
ment was announced by Ralph J. 
Walker, Pacific Mutual vice president 
in charge of Group activities. 

With Pacific Mutual since 1950, Mr. 
Mikelson was first assigned to the com- 
pany’s Cleveland Group office, later be- 
came assistant Group manager at Cin- 
cinnati and recently has been assistant 
manager in the Chicago office which he 
now heads. 





been the theme of the agency’s adver- 
tising program, has invited inquiries that 
have developed into an excellent source 
of new business. Mr. Peyser is proud 
of his agency’s slogan because it has 
proven effective and because it repre- 
sents a challenge to his knowledge of 
the business from brokers and surplus 
writers with a particular problem in- 
volving a client’s needs. 

Optimistic about the future of the life 
insurance business and the continued 
success of his agency, Mr. Peyser feels 
that if you look for business and look 
for it intelligently you can achieve suc- 
cess. 

Associated with him as associate gen- 
eral agent is his son, Peter A. Peyser. 





Miami General Agent 
For United States Life 





FRANK A. MARTIN 


United States Life has appointed the 
Frank A. Martin Insurance Agency, Inc., 
as general agent in Miami Beach, Fla. 

Mr. Martin was previously a resident 
of Pennsylvania where he was a corres- 
pondent for the Pittsburgh Post Gazette 
for five years. He later operated his 
own contracting business but was ad- 
vised to go to Florida because of illness. 

He soon developed one of the largest 
real estate offices in Miami Beach. He 
then entered the life and accident and 
health field and became one of the top 
five producers in volume for the Trav- 
elers in Florida. His general insurance 
agency is one of the largest businesses 
in Miami Beach. 


Minn. Mutual Group Meeting 


Minnesota Mutual Group life insur- 
ance was discussed recently when the 
company’s six regional Group managers 
met in St. Paul. These sessions were 
directed by Vice President Walter J. 
Rupert, aided by F. C. Hansen, superin- 
tendent of Group sales, and John C. Mc- 
Conneloug, assistant superintendent of 
Group sales. 

Minnesota Mutual Group insurance 
managers attending the meeting in- 
cluded Arthur L. Dunne, Dallas, Tex.; 
C. C. Gravlee, Jr., Atlanta, Ga.; Charles 
W. Hackney, Washington, D.C.; Sher- 
man M. Jenson, Chicago, Ill.; W. J. 
Riley, San Francisco, Calif.; Ronald F. 
Vincent, Boston, Mass.; and Clements 
Oliver, St. Paul. 





will be helpful. 


93-99 Nassau Street 





OPPORTUNITY 


For Experienced Mortgage and Appraisal Man 


Well known eastern insurance company is interested 
in securing experienced mortgage man under 35 with ex- 
perience also in appraising commercial real estate. Give 
all information useful in determining eligibility, personal 
and professional. State salary required. Small recent photo 


BOX 2242 


The Eastern Underwriter 


New York 38, N. Y. 








BMA Regional Meetings 


A regional sales meeting of Business 
Men’s Assurance was held at the Gran- 
ville Inn, Granville, Ohio, April 23. 

Those in attendance included repre- 
sentatives of the Columbus and Detroit 
branch offices, the Akron, Toledo, Grand 
Rapids and Charleston district offices 
and also representatives from eastern 
Kentucky. 

The home office was represented by 
W. T. Grant, chairman; G. J. Tritch, 
field manager; M. Barricklow, as- 
sistant vice president, Group depart- 
ment; and W. A. Sims, chief under- 
writer. 

The business sessions were devoted to 
exchange of ideas and information on 
sales plans for 1954. 

An important feature of the meeting 
was a testimonial dinner for E. W. Wel- 
ton who retired as manager of the 
Columbus branch office on February 1 
in order to devote his time to personal 
production. Arrangements for the testi- 
monial dinner, attended by ,a number 
of the prominent business and civic lead- 
ers of the state, were made by R. M. 
Best, branch manager of the Columbus 
office. 

In addition, Mr. Best presided at the 
morning business session, and R. E. 
Cook, branch manager of the Detroit 
office, presided at the afternoon session. 

Mr. Grant participated in the program 
and served as toastmaster of the testi- 
monial dinner for Mr. Welton. 

The company will hold another two- 
day regional meeting in Springfield, IIl. 
Arrangements for this meeting are be- 
ing made by C. W. Cooper, branch office 
manager in Springfield. The home office 
will be represented by Mr. Tritch, Mr. 
Barricklow, Mr Sims and_ Forrest 
Brown, manager Group claims. In addi- 
tion to salesmen in the Springfield 
branch office, the meeting will also be 
attended by representatives from the 
St. Louis and Paducah, Kentucky dis- 
trict offices. 


Bankers National Life’s Top 
Production Club Meetings 


Rankers National’s two top production 
clubs will attend their two respective 
conventions, the first in New York, the 
second on a cruise aboard the S.S 
Oueen of Bermuda. The Presidents 
Club with 50 members is composed of 
the company’s leading producers and 
will leave tomorrow, May 1, for the 
Bermuda cruise and will return to New 
York, May 5 

The second production club has 36 
members qualified and they will have 
headquarters at the Hotel Taft in New 
York. Master Producers Ciub arrived in 
New York, April 28, and will remain un- 
til May 1. 

Both clubs are meeting jointly today 
for a business session to be followed by 
a reception and banquet tonight 


Agency Anniversary 

Forty-five years of continuous life 
insurance service was observed recently 
by the Balboa district agency, San 
Diego, Cal., of The Prudential. In an 
anniversary announcement, Manager Ed- 
gar J. Hurst stated that approximately 
$75 million of insurance is currently in 
force in the office. 

The Balboa district agency was estab- 
lished in 1909 with Alfred Chalfant in 
charge and was known as the San Diego 
district agency. In January, 1953, the 
district was divided with one portion 
named Balboa, under the direction of 
Mr. Hurst, and the other called Cabrillo, 
under the managership of Robert C 
Weissgerber, a former staff manager in 
the San Diego office. Following this 
division last year, the Balboa office 
placed among the company’s top 5% 
agencies. In the past five years, the 
San Diego office has been awarded the 
President’s Trophy three times, and in 
1952 was runner-up for the same desig- 
nation. 
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The Metropolitan Life is installing 
Univac, the electronic data processing 
system which automatically performs 
long sequences of arithmetical and _logi- 
cal processes at lightning speed, in its 
home office at 1 Madison Avenue. _ 

When in operation it will be the first 
installation of Univac in the insurance 
business. Other uses include the Gen- 
eral Electric Co.’s major appliance divi- 
sion, in Louisville, and the United States 
Government—two with the Atomic En- 
ergy Commission, and one each with 
the U. S. Army, the Navy, the Air 
Force, and the Bureau of the Census. 

Decision to install a Univac, accord- 
ing to President Frederic W. Ecker, fol- 
lowed a study over several years by a 
committee of company officials looking 
into economics of operation which could 
be achieved in behalf of the Metro- 
politan’s 37,000,000 policyholders in the 
United States and Canada. 

The present installation will deal wit! 
assembling and analyzing actuarial 
statistics arising from the ‘ilces of 
transactions affecting the company’s poli- 
cyholders. Procedures for the employ- 
ment of the Univac by the Metropolitan 
already have been set up, and the central 
computer will be operated on two shifts 
for five days a week from the outset. 
3asic speeds for typical operations per 
second will be 1,905 additions or sub- 
tractions, 465 multiplicatons, 257 divi 
sions, or 2,740 comparisons. 

The giant “brain” or central com 
puter of the system was delivered by 
Remington Rand, tse . the manufacturer 
by truck from Phil adelphia on Thursday, 
April 22. Certain of the parts were 
too large to be handled by elevator, 
and had to be hoisted from the truck in 
East Twenty-fourth Street to a window, 
273 feet above street level, of the 20th 
floor area where the device is being 
placed. Other portions of the equip- 
ment already have been installed, and 
Metropolitan technicians are becoming 
familiar with its use. It will be several 
weeks before the installation is com 
pleted. 


Committee Which Studied Use of System 


The Metropolitan committee which 
studied the use of the system is under 
the chairmanship of Malvin E. Davis, 
vice president and chief actuary. Mr 
Davis also is chairman of the industry- 
wide Society of Actuaries committee 
on the apy lication of large scale elec- 
tronic equipment to life insurance work 

Associated with Mr. Davis on the 
Metropolitan’s committee are Douglas S 
Craig, second vice president in charge 
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of Ordinary insurance; John C. Tim- 
mermann, second vice president in 
charge of Industrial insurance ; and John 
H. Beatty, assistant vice president in 
coordination. Assistant Actuary J. 





Finelli was in charge of the long period 
of research which was conducted into 
the initial uses of the Univac. 


How System Works 


The Univac system, Mr. Davis ex- 
plained, consists basically of five parts. 


These are: 

(1) Information translators. These translate 
the basic data, either alphabetic or numerical, 
to a pattern of magnetized spots on metallic 
tape. An automatic converter is used for in- 
formation already coded on punched cards, and 
: typewriter-like keyboard is used for other 
data. 

(2) Information feeders. Servo-mechanisms 
(or Uniservos) feed the data from the metallic 
tape into the computer and also transfer com- 
puter results to magnetic tape for storage or 
later translation to visual form by printer 
units. 

(3) The “brain” or ‘‘memory system.” Called 
the Central Computer, this performs the addi- 
tions, subtractions, multiplications, divisions, and 
comparisons and computes the desired results 
according to “instructions” it has been given. 
The instructions are on magnetic tape and 
may cover hundreds of different steps and 
alternative handlings of special cases, to be 
distinguished by the machine. Each operation 
is performed twice for checking purposes. The 
Central Computer contains about 5,400 vacuum 
tubes and can control up to 10 Uniservos. 

(4) Output devices. These include high speed 
printers to convert the magnetic tape results 
into printed material in any form desired, and 
a device to convert the results back to punched 
card form when needed. The rated speed of the 
high-speed printer is 420 lines of 120 charac- 
ters each per minute—equivalent to three pages 
of a city telephone directory containing 1,200 
names, addresses, and telephone numbers. 

(5) Supervisory Control center. Functioning 
as a nerve center for the entire mechanism, 
this unit provides a continuous picture of all 
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training and sales procedures 
of Equitable ‘Life of 
Hence it follows 
rather naturally that the Com- 
pany consistently maintains its 
standing as one of the leading 
life companies in the percent- 
age of policy proceeds held 
under Options of Settlement. 
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operations and also permits direct communica- 
tion between the human operator and the Cen. 
tral Computer. Manual intervention, by means 
of a keyboard, makes it possible to insert addi- 
tional information into the process or to change 
data of instructions as desired. 


Meyer Goldstein Resigns 
As Equitable Manager 


Meyer M. Goldstein has resigned as 
agency manager of the Equitable Society 
effective June 1 to devote full time to 
the Pension Planning Co., 260 Madison 
Avenue, New York, of which he is 
founder and executive director. 


Brooklyn Branch Speakers 

Three speakers will address the educa- 
tional meeting of the Brooklyn Branch 
of The Life Underwriters’ Association 
of the City of New York, on May 6 at 
2:30 p.m., in the Crystal Room of the 
Hotel St. George, Brooklyn, it was an- 
nounced by Branch-President Carl E, 
Haas, CLU. 

Irving R. Aaronson, Metropolitan Life, 
will speak on “The Case for the Career 
Underwriter”; Bernard M. Eiber, CLU, 
Mutual Trust Life, will speak on “Sales 
Aspects of Simplified Estate Planning”: 
and Carl M. Spero, CLU, Spero- White- 
hall Co., Inc., will discuss “The Dollar 
Value of Education.” 

The Brooklyn Branch committee on 
nominations and elections will present 
the slate of branch-officer and branch 
board of director nominees for the ad- 
ministrative year 1954-55. There will 
be no admission charge and non-mem- 
bers are invited. 


Eastern Life Appoints 
J. J. Kelle, Inc., Gen’l Agts. 


Murray April, director of agencies, 
Eastern Life of New York announces 
the appointment of John J. Kelle, Inc, 
as general agents. The life department 
will be under the direction and super- 
vision of the agency manager, Gerard 
J. Donnelly, assisted by Ronald P. 
Johannes. 

Organized in 1921, John J. Kelle, Inc, 
maintains a main office at 175 Joralemon 
Street, Brooklyn, and a branch office at 
123 William Street, New York. Suburban 
business for the agency is supervised by 
Philip Wingerter, assistant secretary of 
the Kelle organization. 

In addition to Mr. Wingerter, the offi- 
cers of John J. Kelle, Inc., are: Walter 
E. Kelle, president and treasurer, Gerard 
dF Irving, vice president, and Clifford 08 
Walter, assistant secretary. 

The acquisition of a life department 
by the Kelle organization makes avail- 
able to their brokers and agents an ex- 
panded insurance service. 


Franklin Life Appoints 
B. L. Smith General Agent 


Boyd L. Smith has been appointed 
general agent in Berkshire County for 
the Franklin Life of Springfield, II, 
according to an announcemeit by Albert 
Mehrbach, Jr., vice president of the 
New England states for the Franklin. 
Joseph J. Joyce, who formerly served 
the Pittsfield area as general agent for 
Franklin, has been promoted and trans- 
ferred to Boston, as general agent. 

Mr. Smith formerly resided in Glen 
Ridge, N. J., where he was associated 
with The Prudential as a special agent. 
He attended Scranton Keystone Junior 
College and Syracuse University before 
entering service with the Navy during 
World War II. He served as a torpedo 
plane pilot on the Carrier Saratoga. 

Mr. Smith has established headquar- 
ters for the Berkshire County area in 
Pittsfield, Mass. 
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Equitable Of Iowa Field 
Conference At New Orleans 


More than 260 agents and general 
agents of the Equitable Life of Iowa 
met in the Roosevelt Hotel, New Orleans, 
beginning April 26, for a joint conference 
of the company’s Agency, President’s 
and Organization Clubs. Qualification by 
agents for membership in the Agency 
and President’s Clubs was established by 
meeting paid premium, conservation of 
business and other requirements during 
the 1952 and 1953 calendar years. Gen- 


eral agents qualified for membership in 
the Organization Club through meeting 





F. W. HUBBELL 


requirements in the fields of production 

and new organization development dur- 

ing the 1952 and 1953 calendar years. 
Joint business sessions of the members 





F. L. McCORMICK 


of each of the three clubs were held 
on Monday and Tuesday, April 26 and 
27. Ray E. Fuller, agency vice president, 
who was in charge of all convention 
activities, presided at the opening busi- 
ness session of Monday and at the ban- 
quet of that same evening. F. W. Hub- 
bell, president, addressed the joint meet- 
ing of Monday and spoke at the ban- 


quets of both Monday and Tuesday. 
Recognition of Leaders 


Traditional Equitable of Iowa recogni- 
tion was given to the attainments of 
leading producers. W. D. MacKinnon, 
actuary, distributed additional renewal 
awards in recognition of high conserva- 
tion ratios. Mr. Fuller presented honor 
scrolls to the general agents and agents 
whose 1953 records qualified them to be 
officers of the ore clubs, as follows: 
President’s Club, F. S. DeBernardi, Ok- 
lahoma City, sek Taare R. H. Sheldon, 
Los Angeles, vice president; G. R. Bark- 
er, San Francisco, secretary; Agency 


Portrait by Townsend 
RAY E:; FULLER 


Club, J. C. Deibler, Harrisburg, presi- 
dent; E. C. Elling, Mason City, vice 
president; E. E. Smith, Wichita, sec- 
retary; Organization Club, F. A. Smart, 





E. A. HOLLAND 


Detroit, president; F. L. McCormick, 
CLU, Des Moines, vice president. 

Two widely known veterans of the 
field organization were accorded signal 
recognition at the Monday evening ban- 

ue 
1 Fdwin A. Holland, Sioux Falls, South 
Dakota, field representative of the com- 
pany since 1938, was presented as the 


1954 member of the Hall of Honor, the 
(Continued on Page 35) 


* with workable new 


Eastern Round Table 
Of LAA Meeting Held 
INFORMAL DISCUSSION GROUPS 
Richard E. Pille Guest Speaker at 
Luncheon; L. R. Blanchard Chair- 


man; “Hot Ideas” Session 








The Eastern Round Table of the Life 
Advertisers Association met last Friday 
at the Hotel St. Moritz, New York. 
The meeting this year was a one-day 
affair upon the recommendation of LAA 
officials who are cooperating with indus- 
try leaders in conserving the time its 
members devote to meetings. Formerly 
the Round Table which annually attracts 
advertising, sales promotion and public 
relations representatives of eastern com- 
panies, has been a two-day session. 

Chairman was L. Russell Blanchard, 
Paul Revere Life. Other members of 
the committee included Robert A. 


Adams, Provident Mutual; William L. 
Camp, ITI, Connecticut Mutual; Leigh- 
ton G. Harris, New England Mutual; 
Donald E. Lynch, Mutual Benefit; Rob- 
ert M. MacGregor, Phoenix Mutual; 
Richard I. Miller, Union Mutual; Don- 
ald G. Mix, State Mutual; Paul H. 
Troth, Jr., New York Life. 

Opening feature of the meeting was a 


“hot ideas” session in which members 
reported on their successful experience 
ideas in the adver- 
tising, sales promotion, public relations, 
direct mail and publication fields. This 
session was moderated by Lewis B. Hen- 
dershot, Berkshire Life, who is a past 
president of the association. 
Informal discussion groups 
a practical approach to the every-day 
working problems of the group. Round 
table subjects and their moderators were 


supplied 


ae ertising, Margaret Divver, John 
Hancock; sales promotion, Harvey Kes- 
model, Ir., Sun Life; sales rontotion, 


Cenk. Corcoran, Equitable Society; pub 
lic relations, A. H. Thiemann, New York 
Life; direct mail, R. J. Walker, Mu- 
tual Life of New York; publications, 
W. E. Reimer, Jr., Provident Mutual. 


Discussion Topics 


Discussion topics included the de- 
velopment of advertising budgets; the 
use of advertising in recruiting; the in- 
fluence of advertising in the placement 
of brokerage business; the one man 
public relations department; hidden pub- 
lic relations opportunities; keeping pub- 
lications’ costs down; the use of direct 


mail to reduce manpower turnover; 
direct mail as an aid to recruiting ; new 
direct mail ideas; merchandising the 


and develop- 


sales kit to the fieldman: 
i from the 


ing sales promotion ideas 
field. 

Jack R. Morris, Business Men’s As- 
surance, LAA president, reported on the 
association’s activities following the 
luncheon. Guest speaker at the luncheon 
was Richard E. Pille, vice president 
in charge of agencies of Mutual Benefit 
Life 

Mr. Pille, who is president of the 
Life Insurance Agency Man: igement As- 
sociation, said that the life insurance 
business ought to study more carefully 
the merchandising ideas used in other 
businesses. 

“We have an unusually 
tion system in the life insurance busi 
ness,” Mr. Pille said. ‘However, we 
put great emphasis on the fact that we 
are ‘different’ from other businesses and, 
of course, we are. We have no tax dol- 
lars to spend, we have limited funds 
we can use in our distribution system. 
These and other factors have resulted 
in relatively few props in selling. 

“It may be that because we have so 
few props, we have been forced to 
develop the highest salesmanship in any 
business. Yet the fact remains that we 
could benefit by studying the principles 
and the techniques of merchandising 
used by other businesses. I believe we 
have gone up into an ivory tower in this 
regard. Because of the nature of the 
life advertiser’s job, he is especially well 
equipped to find out what other busi- 
nesses are doing in selling and in mer- 


g01 id distribu 


Kellogg Van Winkle 
Retires As Manager 


AT LOS ANGELES FOR EQUITABLE 


Fred W. Heuer of Salt Lake City 
Agency to Succeed Him; Fitzgerald 
Named Long Beach Manager 


Kellogg Van Winkle, for nearly 30 
years manager for the Equitable Society 
in Los Angeles and in point of service 
the senior agency manager of the So- 
retiring and will be succeeded 
manager there by Fred W. 








ciety, is 
as agency 


Heuer, agency manager at Salt Lake 
City. 
Native of San Francisco, Mr. Van 


Winkle was educated at Phillips Acade- 
my, Andover, Mass. and University of 
He received the CLU des- 
ignation in 1931. He has been president 
of the Life Underwriters Association 
of Los Angeles, the California State 
Association, chairman legislative com- 
mittee L.A. Chamber of Commerce, 
chairman Life Managers Club, chairman 
legislative committee California State 
Association of Life Underwriters. 
Equitable Society announced at the 
same time the fer | of a new agency 
at Long Beach, Calif. with Wayne A 
Fitzgerald as manager. 
Dennis V. Peterson, 


California. 


district man- 


ager at Salt Lake City, has been ap 
pointed agency manager there succeed- 
ing Mr. Heuer. 


Northwestern Mutual Gains 

A more favorable mortality experience 
and an increased sales volume in the 
first three months of 1954, compared to 
the record year of 1953, are reported 
by the Northwestern Mutual Life. 

At the quarterly meeting of the Board 
of Trustees, at the home office im Mil- 
waukee, President Edmund Fitzgerald 
reported total insurance in force of $7,- 
302,183,218 on 1/517,949 policies as of 
March 31, up 4.7% over 1953. Sales of 
$136,314,273 for the first quarter this 
year showed a gain of one-half of 1% 
over the corresponding period last year. 

Leading the company’s 90 general 
agencies throughout the country in sales 


were J. Lowell Craig and Willard L. 
Momsen, both of Milwaukee; Jamison 
& Phelps, Chicago; C. R. Eckert, De- 
troit; E. V. Gettys, Toledo, Ohio; B. J. 
Stumm, Aurora, Ill.; Frank R Horner, 
Madison, Wis.; Raymond J. Dolwick, 
Cleveland, Ohio; P. T. Allen, Buffalo; 
John R. Mage, Los Angeles; Krueger & 
Davidson, New York City, and A. C. F 


Finkbiner, Philadelphia. 





chandising, and report back to his com- 
pany. 
A Sales Business 

“The life insurance business is essen- 
tially a sales business. Companies are 
chartered to sell life insunance. Our 
business is now moving into a changed 
situation. We have got to return to hard 
selling. We have not gotten as far away 
from hard selling as most businesses, 
but nevertheless we are not selling as 
hard as we used to or as hard as we 
know how. The future will demand that 
we do our best selling 

“Under such circumstances a look at 
the methods and principles of other 
businesses might be of tremendous as- 
sistance to us.” 

Mr. Pille referred to LAA men as 
essentially salesmen. He said that the 
life advertiser must sell the agent on the 
product, on the company, on the agent’s 
importance, on the use of services and 
materials which the advertiser supplies 
to the field, and on better selling meth- 
ods. As a salesman, the advertiser must 
also sell the buyer and the potential 
buyer on the product, the company and 
the agent. Another area in which the 
advertiser sells is that of persuading po- 
tential agents to take up a career with 
a company. 
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FHA BASICALLY NEEDED 


Abuses and maladministration in con- 
nection with the operation of certain 
Administration pro- 
publicity 


Federal Housing 
grams received considerable 
and it is gratifying that prompt correc- 
tive action was taken including sever- 
ance of connections of a number of FHA 
officials. It would be unfortunate if 
there should result any considerable 
damage to the FHA structure. 

The basic need of the FHA in this 
country and its over-all record of excel- 
lence were stressed at a meeting on 
April 22 before the Senate Banking and 
Currency Milford A. 
Vieser, vice president, Mutual Benefit 
Life, chairman of the Joint Committee 
on Housing and Mortgage Lending of 
LIAA and ALC. The FHA system orig- 
inated in the early 1930's as an aid to re- 
vival of home office building activity. 
More than 90 million policyholders 
through their life insurance reserves 


Committee by 


have an interest in 9.6 billion dollars of 
Government insured and _ guaranteed 
mortgage loans and these loans are ex- 
cellent investments. 

Position of the life insurance compa- 
nies relative to FHA, as given by Chair- 
man Vieser, is that it has been a far- 
reaching force with a salutary effect 
on all forms of home financing far be- 
yond just FHA mortgages. Said Chair- 
man Vieser: 

It has virtually eliminated second 
mortgages ; it has led to the development 
of long-term loans with level monthly 
payments. It has encouraged the devel- 
opment of higher construction standards 
and better land planning practices. It 
has led to improved underwriting stand- 
ards. 

The life companies’ 
some suggestions to the Senate commit- 
tee relative to consideration in new 
housing legislation. One suggestion is 


committee made 


careful study of a. provision that as the 
construction of a project advances, 


whether it be a group of family resi 


dences or a multi-family residence, that 
the builder must submit an audited cost 
statement or an affidavit of actual cost. 
In no case should the loan exceed a 
stipulated percentage of the actual cost, 
Chairman Vieser and his colleagues, L. 





Douglas Meredith, National Life of Ver- 
mont, and John G. Jewett, vice presi- 
dent The Prudential, felt. While this 
procedure would not be a cure-all, it 
would furnish a valuable source of 
construction costs data for use in un- 
derwriting of other projects. Costs alone, 
however, are not the sole factor for 
determining a _ project’s value. Good 
mortgage lending dictates reconciliation 
of economic value and actual cost. This 
can be accomplished only if FHA is 
staffed adequately and competently. FHA 
must cling closely to the function orig- 
inally intended: namely, being purely an 
insuring agency to be operated on busi- 
ness principles and with adequate re- 
serves in order to make its maximum 
contribution to a stable mortgage mar- 
ket. When it enters upon special pur- 
pose programs and embraces in such 
programs high ratio loans a_ greater 
opportunity for excesses exists. 


YOUNG FARMERS INSURE 


America’s young farmers today appear 
to be much more widely insured than 
their fathers and own larger policies. 
This is indicated, according to the In- 
stitute of Life Insurance, by a recent 
survey made by the U. S. Department of 
Agriculture, covering farm operators in 
two large sections of Wisconsin. In 
one area of six counties, 55% of the 
farmers younger than 35 owned some 
life insurance, while only 27% of those 
aged 55 to 64 reported owning policies. 
In another area of seven counties, 82% 
of the farmers under age 35 and only 
62% of those between the ages of 55 and 
64 owned life insurance. In both areas, 
the percentage of the younger farmers 
owning more than $5,000 of life insur- 
ance was considerably greater than in 
the case of the older farmers. 


he yee 


Worthington W. Smith, deputy United 
States manager, London & Lancashire, 
departed April 28 for a two-month’s busi- 
ness and pleasure trip abroad. He will 
first attend the annual meeting of the 
company in London and then enjoy an 
interesting itinerary on the Continent. 
He will return on July 2, 


a New York 















ROBERT V. HATCHER 


Robert V. Hatcher, president of At- 
lantic Life, Richmond, Va., was ap- 
pointed by President Eisenhower on 
April 10 to head a_10-man commission 
to arrange for the 350th anniversary in 
1957 of the founding of Jamestown. Five 
other members shave been chosen by 
Vice President Nixon, House Speaker 
Joseph Martin and the Department of 
the Interior, according to the White 
House announcement. The group will 
be named the Jamestown-Williamsburg- 
Yorktown Celebration Commission. Be- 
sides Mr. Hatcher, the Presidential ap- 
pointees are Winthrop Rockefeller, 
chairman of the board of trustees ot 
Colonial Williamsburg; David E. Finley, 
director National Gallery of Art, Wash- 
ington; Frank L. Boyden, headmaster 
of Deerfield Academy, Deerfield, Mass.; 
Bentley Hite, of Christiansburg, Va., an 
attorney, and Samuel M. Bemiss, of 
Richmond, president of Virginia Histori- 
cal Society. Vice President Nixon chose 
Senators Harry F. Boyd and A. Willis 
Robertson to serve on the commission. 
House members named by Speaker 
Martin are Representatives Edward J. 
Robeson, Jr., and Richard H. Poff. Paul 
Crockett, of Yorktown, former member 
of the Virginia House of Delegates, is 
planning director for the 1957 event. He 
heads a State commission set up for the 
celebration. 

x * 


L. C. Irvine, general manager of the 
American Foreign Insurance Associa- 
tion, departed last week via London for 
South Africa. Mr. Irvine intends to 
visit AFIA South African control office 
in Johannesburg and the branch offices 
in Durban, Capetown, Port Elizabeth 
and Bulawayo in Southern Rhodesia. 
Mr. Irvine’s visit to Johannesburg is 
concurrent with the annual meeting of 
the Accident Insurance Council and the 
semi-annual meeting of the Fire Council 

of South Africa. 


* * * 


Sally Malkasian, staff artist with the 
advertising department of Massachu- 
setts Mutual Life, was the subject of 
a feature article in the Springfield Union 
last week telling of her illustrating a 
new book entitled “Laughter and Song,” 
being’ a collection of children’s songs 
by Grayce E. Long of Hartford, a 
lecturer on music and drama for chil- 
dren. The book contains 23 full-page il- 
lustrations in color. Miss Malkasian 
is the daughter of Dr. and Mrs. George 
D. Malkasian of Longmeadow, suburb 
of Springfield. She attended Duke Uni- 
versity where she majored in art. 































Fabian Bachrach 
HERBERT T. WALWORTH 


Herbert T. Walworth, director of in- 
dustrial hygiene for Lumbermens Mu- 
tual Casualty and affiliated companies in 
the Kemper Insurance Group, was in- 
stalled as president of the American In- 
dustrial Hygiene Association, April 29, 
at its annual convention at the Hotel 
Sherman, Chicago. The association is 
one of five mational groups that  par- 
ticipated in the Industrial Health Con- 
ference, April 24 through April 30, in 
Chicago. Approximately 3,000 industrial 
physicians, dentists, nurses and hygiene 
authorities attended. 


Mr. and Mrs. Robert C. Gilmore, Linda 
Sue and Robert C., III. 


Robert C. Gilmore, Jr., president of 
National Association of Life’ Under- 
writers, and with Mutual Benefit Life, 
Bridgeport, Conn., has returned home 
after a visit to a number of conventions 
in the South and appearances before life 
underwriters associations in that section. 
With him on the trip were his wife and 
his children: Robert ‘C., III., and Linda 
Sue. Among the conventions attended 
by Mr. Gilmore were NALU in New 
Orleans, Mutual Benefit Life and Fidel- 
ity Mutual Life at Hollywood Beach. 
He addressed life underwriters associ- 
ations in Jacksonville, Tallahassee, Miami 
and Tampa, Florida; Columbia, S. C.; 
Knoxville, Tenn.; Atlanta, Little Rock 
and in Louisiana. On the way down he 
talked to the D. of C. association. 
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Pre-Glacial Geology Is Edward 
Trevvett’s Avocation 


Insurance men are known for their 
interesting avocations and the enthusi- 
asm with which they pursue them. A 
friend of mine told me the other day 
about the leisure time pursuit of Edward 
Trevvett, secretary-treasurer of the 
Commercial Travelers of Utica, which is 
the reconstruction of the pre-glacial 
topography of the West Canada Valley. 
I'm almost sure that few if any other 
insurance men have delved into this sub- 
ject, but if they have Mr. Trevvett 
would like to hear from them. 


Mr. Trevvett’s early ambition was to 
be a mining engineer. Instead he en- 
tered the Commercial Travelers after 
college (University of Arizona and Co- 
lumbia University) and will observe his 
30th anniversary with that organization 
in June. Since early February, 1948, he 
has served as secretary-treasurer, a post 
held for many years by his father—the 
late Herbert Trevvett. Under his leader- 
ship the Commercial Travelers of Utica 
has continued to prosper. 

As to his avocation, he has been helped 
immeasurably in its pursuit by an elec- 
tric device, known as an earth resistivity 
instrument, which determines the depth 
of the glacial deposit—left from 25,000 
to 50,000 years ago to bed rock. As a 
record of his findings, Mr. Trevvett has 
prepared a map showing the pre-glacial 
topography of the locality in which he 
lives. This, he believes, will be of in- 
terest and value im years to come to 
students of pre-glacial geology. 

Along with his imterest in this sub- 
ject, Mr. Trevvett has devoted consider- 
able time to the subject of meteorology. 
He keeps daily weather observations and 
has a device in his home which indicates 
wind direction and velocity. 

He also has a fine library of books 

on scientific subjects; is a member of 
the American Geophysical Union—a 
group of professional and amateur scien- 
tists interested in pooling their knowl- 
edge of earth sciences—and also is 
affiliated with the American Meteor- 
logical Society. At University of Arizona 
he topped his class in the study of 
earth sciences. 
_In the Commercial Travelers, Mr. 
Trevvett learned the business as account- 
ing clerk, claim adjuster, underwriter 
and statistician. He was elected to the 
board of directors in 1935 and thereafter 
served also as_ assistant secretary- 
treasurer and general manager. He di- 
rected the association’s expansion into 
the hospital and surgical benefits field, 
as well as into the health insurance field 
in 1939, 

In addition to his affiliation with 
scientific organizations he is a director 
of the International Federation of Com- 
mercial Travelers Insurance Organiza- 
tions, the First Bank & Trust Co. of 
Utica and of the Utica Better Business 
Bureau. 

















American Institute of Accountants 


In the constantly changing economic 
situation with values and costs so much 
higher than they formerly were the re- 
lations between public accountants and 
insurance is constantly growing more ex- 
tensive and closer. Many men in the 
business world before deciding on 
amount of their property insurance con- 
sult with CPAs. 

At the present time American Institute 
of Accountants has a membership of 
23,000 which is double what it was six 
years ago. The direct predecessor or- 
ganization of AlA—the American Asso- 
ciation of Public Accountants—was 
formed in 1887 and one of its pioneer 
members was Ferdinand W. Lafrentz, 
now chairman of American Surety Co. 

The present name was adopted in 1916, 
and merger with the American Society 
of Public Accountants in 1937 made the 
Institute the only national organization 
of certified public accountants. President 
of AIA is Arthur B. Foye and executive 
director is John L. Carey. 

President Foye, senior partner of 
Haskins & Sells, has long been a leader 
in the accounting profession. He has 
been chairman of the Institute’s commit- 
tee on foreign affairs and interstate 
practice, a member of its trial board 
and the committee on the CPA Hand- 
book and vice president of the AIA 
Foundation. He is also president of the 
Accountants Club of America and a 
member of National Association of Cost 
Accountants and the International Fiscal 
Association. He is president of the Far 
East-America Council of Commerce and 
Industry, vice president of American 
Asiatic Association, a director of China 
Society of America, American Turkish 
Society and Pan-Africa Society. Also he 
is a director of and member of the 
administrative committee of National 
3oard of YMCA. His home is in Ridge- 
wood, N. J. 

Among activities of the Institute are 
conferences with high school principals 
and guidance counselors throughout the 
country. Methods of arranging and con- 
ducting these interviews are aimed to 
enlist the aid of educators in interesting 
top students in accounting. The Institute 
has a 20-minute dramatic film on the 
work and rewards of a CPA. The Insti- 
tute’s Council urges state societies, when- 
ever feasible, to sponsor legislation em- 
powering state boards of accountancy to 
issue rules of professional conduct if the 
boards lack such authority, thus bring- 
ing all CPAs, rather than members of 
professional societies only, under an 
ethical code. New York State adopted 
such a statute in 1952. Efforts are con- 
stantly made to raise technical standards. 
The Institute functions as a clearing 
house for information on the practical 
day-to-day problems of operating an ac- 
counting firm. The Institute’s member- 
ship Group life insurance program con- 
tinues to grow and protects nearly 2,000 


firms. 


The Institute publishes “Journal of 
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” 


Accounting,” a monthly magazine with 
a circulation of 65,000. 

The first public accountant was prob- 
ably an able bookkeeper employed by an 
early Italian venturer of the Fifteenth or 
Sixteenth Century who achieved such a 
reputation for technical skill in his work 
as to be consulted by others for advice 
in handling their records. In terms of 
the art of accounting as it then ex- 
isted he was a person skilled in accounts, 
and, when he made himself available to 
more than one employer he became a 
public accountant. The earliest recogni- 
tion of financial record-keeping as a 
specialized occupation occured in Venice 
in 1581 when the first College of Ac- 
countants was organized. An applicant 
was required to serve an: apprenticeship 
of six years with a practicing accountant 
and to pass an examination. It was not 
until the industrial revolution in Eng- 
land, however, and the coming of the 
institution of the “limited company” or 
private corporation that the independent 
accounting group began first to reach 
an important stature and grew out of the 
number of absentee investors who 
wanted impartial and unbiased reports 
from time to time on the safety of their 
investment and the outcome of their 
ventures. 

ae eet 
Monitoring of Conversations 

The cross examinations at the Senate 
investigating committee sessions growing 
out of the controversy between Senator 
McCarthy and representatives of the 
Army brought out the fact that conversa- 
tions between Secretary of War Robert 
T. Stevens and others over the telephone 
are monitored. The public seemed con- 
siderably surprised at this taking down 
of ’phone conversations, but it caused 
no surprise in the ranks of insurance 
executives as there are a number of 
chief executives in insurance whose 
secretaries listen in on the ’phone and 
make a shorthand report of these con- 
versations. This is done in insurance so 
that the president of the company, or 
whoever is on the ’phone at the com- 
pany end may not make a promise and 
later forget it, or at least not be able 
later to remember exactly what was 
promised. 

Secretary Stevens gave a long explana- 
tion of why conversations between him 
and outsiders on the ’phone are later 
transcribed. 

When the Secretary gets on the line 
so does John J. Lucas, Jr., appointment 
clerk of Secretary Stevens. Lucas, an 
expert stenographer, has had long ex- 
perience in Washington part of which 
was with Secretary of War Frank Pace, 
predecessor of Robert T. Stevens. Part 
of Steven’s explanation was this: 

“When a telephone call comes in Mr. 
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Lucas stays on the line. The reason he 
stays on the line is in order to assist 
the Secretary in doing his job. 

“Let me give you am illustration. 

“Suppose I receive a telephone call 
from somebody in Chicago, who invites 
me to come to Chicago to address the 
annual convention of some organization. 

“And suppose, by a quick glance at 
my calendar | find that I can accept 
this engagement, and decide that I ought 
to, in the interest of the Army. 

“I then say, ‘I will accept this invita- 
tion.’ 

“The following things have then been 
set in motion: Mr. Lucas, being on the 
line, first when and where this appear- 
ance is to be; second, transportation to 
and from Chicago; third, hotel reserva- 
tion in Chicago; fourth advice to the 
Fifth Army Headquarters in Chicago be- 
cause when I go into one of the Army 
areas I always want to notify the area 
commander, and fifth, it will be meces- 
sary to get some facts together in order 
to prepare this address. 

“Now, when I finish that telephone 
conversation, I put down that receiver, 
and as far as I am concerned, that is 
the end of it, and I cannot with the 
busy duties of a Secretary of the Army 
give it further thought until the time 
comes, for actually leaving on the 
trip or for the preparation of the re- 
marks that I am going to make. 

“In the meanwhile, Mr. Lucas will 
have dispatched little memoranda to ap- 
propriate members of the staff to begin 
to implement the [five points which I 
have just outlined. 

“Having done that, he files his notes 
away, and that is the end of it.” 


* * a 


Zurich Group Department Confer- 
ence Held in Florida 


The Zurich General Accident & 
Liability held a Group insurance con- 
ference in Hollywood Beach Hotel this 
month, with C. C. Clarke, Assistant 
United States manager, as chairman. The 
conference was of top sales personnel 
mation-wide and head office Group sales, 
underwriting and claims people. 

At the meeting was considered the ex- 
perience of the company in 1953 which 
over-all was quite satisfactory although 
there was some variations between one 
territory and another in results. Some 
study were given to marketing Group 
plans embodying deductible and co-in- 
surance features especially in connection 
with Hospitalization programs. While an 
educational job would have to be done 
in conjunction with undertaking of any 
such marketing, the company feels such 
a venture would be in the best interests 

(Continued on Page 34) 
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Holds Fire Protection 
Expansion Is Required 


VINCENT CITES NEW HAZARDS 





National Board General Manager Tells 
VU. S. Chamber All Groups in Com- 
munity Must Join to Reduce Risks 





Lewis A. Vincent, general manager of 
the National Board of Fire Underwrit- 
ers, said in Washington Tuesday that 
mew and serious fire hazards in Ameri- 
can cities are imposing a heavy burden 
on fire protection facilities. 

“Given an unfavorable combination of 
circumstances,” he declared, “we might 
this very evening pick up the papers and 
read of some holocaust.” 

He noted that present day economics 
are placing serious burdens on the 
municipalities and changing situations 
require very considerable expansion of 
fire protection in order to retain the 
same degree of protection. 

Mr. Vincent pointed out that cities are 
growing rapidly in size and that many 
cities have greatly increased their areas 
by annexation. Therefore, fire protection, 
he emphasized, must be extended with 
the city limits. 


Threat to Community Welfare 


Speaking at the annual meeting of 
the National Fire Waste Council and the 
U. S. Chamber of Commerce, on the 
topic, “Better Fire Protection for our 
Cities,” Mr. Vincent explained that fire 
poses a threat also to the welfare of 
the individual community as a whole, 
because the effect of fires is not local. 

“it may seem to be local,” he ob- 
served, “but when we consider the re- 
lationship of our various communities 
with the country as a whole, economical- 
ly, politically, financially, it is very evi- 
dent that a serious loss in one com- 
munity is felt not only there but 
throughout the entire economy.” 

Mr. Vincent said that no fire protec- 
tion program can be completely effective 
without an adequate and _ vigorous 
prosecution of every means available to 
prevent ‘fires. 

While fire protection is primarily a 
field for the specialist, or at least those 
trained for the job, fire prevention is 
something that offers a field of activity 
for everyone. He said that thought in 
our daily living to prevent fires from 





New York CPCU Chapter on 


Compensation of Producers 

The New York Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters held a meeting on April 22 
at the Royal-Liverpool Insurance Group 
building. Highlight of the meeting was 
a debate on the subject: “Should brokers 
and soliciting agents be compensated by 
their clients on the same basis as the 
lawyers of those clients would be com- 
pensated.” 

Judges of the debate were Ernest 
Clark, secretary, J. C. Penney & Com- 
pany and a past president of the Na- 
tional Association of Insurance Buyers; 
L. H. Doman, general counsel, American 
Foreign Insurance Association, and 
Arthur C. Goerlich, Dean of the School 
of Insurance. 

Participants were Henry A. Herman, 
Jr.. R. Maynard Toelle, Robert C. 


Mahoney, George J. Guess, Jr., William 

R. Jackson and E. Kenwood Hawley, 

members of the New York* Chapter of 
U. 
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starting is an essential. This carries 
through home life, business life, extra 
curricular activities—in fact, touches 
upon every phase of everyday living. 


Organized Efforts Needed 


Successful fire protection for a com- 
munity, Mr. Vincent declared, rests 
heavily on the foundation of individual 
awareness of the need for prevention of 
fires. At the same time there must be 
organized efforts to promote fire pre- 
vention, both from the standpoint of 
the municipal responsibility and the 
voluntary cooperation of the civic or- 
ganizations. 

“We cannot think of fire protection as 
one element or the other—building con- 
struction, fire department, water supply,” 
Mr. Vincent declared, “it is rather the 
combined picture, the combined influence 
of all these factors which go to make 
up good, bad, or indiffierent fire pro- 
tection. 

“Equally important is the need for an 
active and effective program of fire pre- 
vention. In this field, the individual and 
the community groups are especially im- 
portant. The ‘fire department offers a 
technical corps to deal with the pro- 
gram, but it is essential that the com- 
munity participate actively in a continu- 
ous fire prevention program. A fire pre- 
vented is much better than one ex- 
tinguished !” 





New York Agents’ Assn. 
Ready for Convention 


FINE PROGRAM I IS ARRANGED 


Wide Field of Topics Slated for Dis- 
cussion at Annual Gathering Next 
Week, May 2-5, at Syracuse 


The New York State Association of 
Insurance Agents expects an attendance 


of well over 1,000 persons at the 72nd 
annual convention which will be held on 
Sunday, Monday, Tuesday and Wednes- 
day next week at the Hotel Syracuse 
at Syracuse, N. Y. 

Following meetings of the board of 
directors Sunday afternoon and evening 
the convention proper gets under way 
Monday morning with a local board 
forum at 9:30 a.m. Attendance is re- 
stricted to local agents. Alfred R. Val- 
entine, Mineola, president of the Nas- 
sau County Association, will preside and 
the speakers will include the following: 

Local Board Forum Speakers 

William F. Stanz, Brooklyn, on co- 
ercion in bond-letting by municipal 
authorities; George H. Pierce, president 
of the Saratoga Association, on electri- 
cal breakdown exclusion in auto physi- 
cal damage policies; James C. DeLange, 
Lockport Association, on authorization 
of broker of record on assigned risks 
to sign JR-3s; Robert H. Leene, New- 
ark, on inequities of automobile col- 
lision rating Lo ten! ie. Harry K. Lown, 
Batavia, president, Genesee County As- 
sociation, on claims tactics of direct 
writers, and C. Fred Ritter, Middletown, 
treasurer of the state association, on 
public relations. 

In addition the following subjects will 
be discussed: extension of two mile 
limit for fire rating, operation of pre- 
ferred risk rating plan, rate differential 
for graduates of driver training courses 
and methods to reduce costs of insur- 
ance. 


Monday Afternoon 


On Monday afternoon President Emil 
T. Clauss will present his report of 
the administration and A. C. Deisseroth, 
Syracuse, chairman of the legislative 
committee, will discuss the compulsory 
auto bill fight at Albany and other legis- 
lative problems. George N. Duncan, 
director of fire division, Continental Cas- 
ualty, Chicago, will conclude the session 
with a talk on the agent’s place in the 
sun. The America Fore Group will be 
hosts at a reception, which will be fol- 
lowed by dinner and entertainment. 

Executive Vice President Arthur L. 
Schwab will preside at the general ses- 
sion Tuesday morning. There will be a 
business interruption insurance forum 
with the following participants: Frank 
Early, Employers Fire, moderator; John 
W. Van Brunt, Home, keynoter, and 
panelists Harold Poole, CPCU, Hart- 
ford Fire; G. Harold Morss, New York 
Fire Insurance Rating Organization, and 
William Wallace, General Adjustment 
Bureau. 

H. Sumner Stanley, manager, NYFIRO, 
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Automobile Changes 

In the Eastern Field 
BURKE GOES TO HOME OFFICE 
Levins Also Transferred to Hartford; 


Hammond State Agent in Northern 
N. J.; Guillet, Houlihan Named 





A number of changes in the fire 
division of the Automobile Insurance 


Co. and the Standard Fire have been 
announced by J. K. Hooker, vice presi- 
dent, to take effect May 1 

Edwin C. Burke, state agent in north- 
ern New Jersey for six years, has been 
called to the home office at Hartford, 
as agency superintendent. A graduate 
of Syracuse University, he joined the 
companies in 1940 and upon completing 
the fieldmen’s school served as special 
agent at Rochester. After service in 
World War II, he was assigned to the 
northern New Jersey territory, being 
advanced to state agent in 1948. 

Mr. Burke is president of the New 
Jersey chapter of Chartered Property 
and Casualty Underwriters and a past 
president of the New Jersey Fieldmen’s 
Association. 


Levins to Home Office 


Peter J. Levins, state agent in western 
Massachusetts and Vermont since 1949, 
has been transferred to the home office 
as general adjuster in the fire loss divi- 
sion. He has been with the companies 
since 1927 and after experience in the 
underwriting department attended the 
fieldmen’s school, being assigned as spe- 
cial agent at Pittsburgh in 1940. He was 
transferred to his present territory upon 
returnings from service in World War 


Stephen A. Hammond, who has been 
special agent in Texas the past seven 
years, has been named to succeed Mr. 
Burke as state agent in northern New 
Jersey. He was first employed in 1937 
in the home office underwriting depart- 
ment and after service in World War II 
atended the companies’ training school 
for fieldmen. 

The new state agent in western 
Massachusetts and Vermont will be 
Maurice E. Guillet, who has served as 
special agent in eastern New York, Wis- 
consin and Washington. A graduate of 
Trinity College, he joined the companies 
in 1946 and two years later completed 
the fieldmen’s school. He is an Air- 
Force veteran. 

Named to succeed Mr. Guillet as spe- 
cial agent in eastern New York is Ray- 
mond D. Houlihan, Jr., who recently 
completed the fieldmen’s course after 
returning from three years’ service in 
the Air Force. He joined the companies 
following his graduation from Yale Uni- 
versity in 1950. 


will discuss development in fire insur- 
ance; Fred W. Westervelt, Jr., director 
of public relations, GAB, will tell how 
an agent can assist in loss adjustments, 
and Thomas N. Boate, manager, accident 
prevention department, Association of 
Casualty and Surety Companies, will 
speak on all-industry municipal traffic 
surveys. 


Tuesday Afternoon 


Joseph A. Neumann, Jamaica, N. Y., 
vice president of the National Associa- 
tion, will speak Tuesday afternoon on 
national insurance developments, and 
O. J. McClure, sales specialist and pres- 
ident, McClure Talking Pictures, Chi- 
cago, will talk on “Is Salesmanship a 
Lost Art?” 

At this session the convention will 
elect officers for the coming 12 months, 
act on proposed amendments to the 
by-laws and adopt resolutions. Also the 
London Assurance Trophy for public 
relations will be awarded. The new offi- 
cers will be installed at the banquet by 
Mr. Neumann. State Senator John F. 
Hughes will speak briefly. 

On Wednesday, May 5, the new and 


retiring officers and directors will meet, 


also stockholders of State Association 
Service. 
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Inter-Regional Conference Offers 


New Broad Form Dwelling Policy 


Conference for Coordination of Practices Believes Proposal 
Will Meet Approval of Majority of Dwelling 
Insured; Coverage for Named Perils 


\ new dwelling building and contents 
broad form has been announced by 
Inter-Regional Insurance Conference at 
New York, which is recommending it to 
the regional fire organizations and to 
autonomous rating bureaus nationwide. 

Inter-Regional Insurance Conference 
and its committees have been working 
on the form for some time in an effort 
to develop a form of broadened dwelling 
coverage designed for the majority of 
dwelling insureds. It is believed that 
this one will meet the needs of most 
members of this class of policyholders. 

The Inter-Regional Insurance Confer- 
ence was organized by capital stock fire 
companies in February for the primary 
purpose of affording a focal point for 
coordination of practices of fire rating 
organizations and regional bodies, na- 
tionwide. Among leading company 
groups which are members of this con- 
ference are America Fore, Home, Hart- 
ford Fire, Aetna Life Affiliated Compa- 
nies, Travelers, Norwich Union, Na- 
tional Union, Fireman’ s Fund, Aetna In- 
surance Group, Royal-Liverpool and 
many others. 


Coverage for Named Perils 


The new form is definite in providing 
coverage for named perils. These perils 
are principally those insured against in 
the fire policy, the extended coverage 
endorsement and the additional extended 
coverage endorsement. There are, how- 
ever, several additional features, includ- 
ing repair or replacement of building 
structures, without depreciation, if the 
cost of repair or replacement is less 
than $1,000 and less than 5% of the whole 
amount of insurance; or if the insurance 
carried is 80% or more of the full re- 
placement cost, the cost of repair or re- 
placement of building structures is cov- 
ered without such limits. 

Several of the coverage items which 
are subject to the $50 deductible provi- 
sion in the additional extended coverage 
endorsement as {filed in most jurisdictions 
are not subject tot he deductible in the 
new broad forr. 

The form foliows generally a pattern 
established in 1952 for coverage on 
dwelling buildings alone. It is being 
recommended subject to regular term 
privileges and at a rate equal to the 
fire and ECE rate plus six cents. 


Perils Insured Against 


Perils insurance against under the 
proposed form are as follows: 

(The numbers following each peril re- 
fer to applicable subparagraphs of limi- 
tations and exclusions). 

This policy insures against all direct 
loss to the property covered (including 


loss by removal from premises endan- 
gered by the perils insured against) 
caused by: 


A. Fire and lightning as provided in 
this form and in the policy to which it is 
attached. 

B. Windstorm. (1) 

Cig tp 

D. Explosion. 

EK. Sudden and accidental tearing 
asunder, cracking, burning or bulging of 
a steam or hot water heating system, 
except appliances for heating water for 
domestic consumption. (See also Peril 
a”), 3 
5 Vandalism and malicious mischief. 

, a) 

G. Burglars, except with respect to 
poverty taken by burglars from the 
Premises. (5) 

_H. Riot, riot attending a strike, and 
civil commotion, including direct loss 
from pillage and looting occurring dur- 
ing and at the immediate place of a riot, 


riot attending a strike or civil commo- 
tion. 

I. Aircraft. 

J. Vehicles. (6) 

K. Sudden and accidental damage 
from smoke, other than smoke, from 
agricultural smudging or industrial oper- 
ations. 


Falling Objects 


L. Falling objects (including but not 
limited to fall of trees or their limbs) 
including cost of removal from premises. 
(Z; 7) 

M. Weight of ice, snow or sleet 
which results in physical injury to the 
building(s) covered or containing the 
property covered. (8) 

N. Collapse of building(s) or any part 
thereof. (2, 8) 

O. Landslide (2, 8 

yAnd, with respect only to a_ loss 
caused by any one of the Perils “P” to 
“T” inclusive, this company shall be lia- 
ble only when such loss to all property 
covered hereunder exceeds fifty dollars 
($50) in any one occurrence and then 
only for its proportion of such excess: 

7P. Accidental discharge, leakage or 
overflow of water or steam from within 
a plumbing, heating or air conditioning 
system or domestic appliance, as well as 
the cost of tearing out and replacing any 
part of the building covered required to 
effect repairs to the system or appliance 
from which the water or steam escapes. 
(2, 3, 5, 9) 

+Q. Sudden and accidental tearing 
asunder, cracking, burning or bulging of 
appliances for heating water for domes- 
tic consumption. (2, 3) 

Breakage of glass constituting a 
part of the building(s) covered hereun- 
der, including glass in storm doors and 
storm windows. (2, 5 

+S. Freezing of 


plumbing, heating 
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and air conditioning systems and domes- 
tic appliances. (3) 

+T. Sudden and accidental injury to 
electrical appliances, devices, fixtures and 
wiring, except television picture tubes, 
resulting from electrical currents arti- 
ficially generated. 

+The $50 deductible is not applicable if 
the loss is also covered under any one 
of the perils “A” to “O” inclusive. 


Limitations and Exclusions 


Limitations and exclusions are as fol- 
lows: 

This company shall not be liable: 

(1) As respects Perils “B” and 
For loss caused directly or indirectly by 
(a) frost or cold weather or (b) ice 
(other than hail), sleet, snowstorm, 
waves, tidal wave, high water or over- 
flow whether driven by wind or not, nor 
for loss to the interior of the building(s) 
or the property covered therein caused 
by water, rain, snow, sand or dust, 
whether driven by wind or not, unless 
the building(s) covered or containing 
the property covered shall first sustain 
an actual damage to roof or walls by the 
direct force of wind or hail and then 
shall be liable for loss to the interior of 
the building(s) or the property covered 
therein as may be caused by water, rain, 
snow, sand or dust entering the build- 
ing(s) through openings in the roof or 
walls made by direct action of wind or 
hail. 

















COOPERATION 


with agents and policyholders is 
the foundation of the Scottish- 
American Group structure. It has 
resulted in an impressive roster of 
agents and assureds who have been 
on our books for many years. 
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(2) As respects Perils “E”, “L”, “N” 
SO So a ale 2 Or tose caused 
directly or indirectly by earthquake, or 
by flood, inundation, waves, tide or tidal 
wave, high water, or overflow of streams 
or bodies of water, whether driven by 
wind or not. 

(3) As respects Perils “E”, “P”, “Q” 
and “S”: For loss resulting from freez 
ing while the described building(s) is 
vacant or unoccupied, unless the Insured 
shall have exercised due diligence with 
respect to maintaining heat in the build- 
ing(s) or unless the plumbing and heat- 
ing system and domestic appliances have 
been drained and the water supply shut 
off during such vacancy = unoccupancy. 

(4) As respects Peril ‘ For loss to 
glass (other than glass oie blocks) 
constituting a part of the building, or 
for any loss by pilferage, theft, burglary 
or larceny. 


(5) As respects Perils “F’, “G”, “P” 
and “R”: If the described property has 
been vacant beyond a period of thirty 


(30) consecutive days immediately pre 
ceding the loss. A building in process of 
construction shall not be deemed vacant. 

(6) As respects Peril “J”: For loss to 
driveways, walks, lawns, trees, shrubs 
and plants caused by any vehicle owned 
or operated by any occupant of the de- 
scribed property or for loss to the con- 
tents of any vehicle. 

(7) As respects Peril “L”: For 
to the interior of the building(s) or the 
property covered therein caused by fall- 
ing objects unless the building(s) cov- 
ered or containing the property covered 
shall first sustain an actual damage to 
the exterior of the roof or walls by the 
falling objects. 

(8) As respects Perils “M”, “N” and 
“OQ”: For loss to outdoor equipment, 
fences, retaining walls not constituting a 
part of a building covered, driveways, 
walks, lawns, truees, shrubs and plants, 
except as the direct result of the col 
lapse of a building. 

(9) As respects Peril “P” 
cost of repairing or replacing 
or appliance from which the 
steam escapes. 


loss 


For the 
the system 
water or 


Off-Premises Cover 


As respects the amount of insurance 
applicable to the principal dwelling item, 
the policy says the insured may apply 
up to 10% to cover other private struc 
tures appertaining to the premises, with 
exceptions; 5% to cover trees, shrubs 


and plants, with limits; 10% to cover 
rental value. 
On contents insurance the assured 


apply up to 10% while elsewhere in 
Alaska and Canada; 
and addi 


owner of 


may 
the United States, 
10% to cover improvements 
tions if the insured is not the 
the dwelling. 


War Risk Exclusion 


There is a war risk exclusion clause 
which reads as follows: 
“(As respects Peril “A”). This com- 


pany shall not be liable for loss by fire 
or lightning, or by removal from prem- 
ises endangered by either of these perils, 
caused directly or indirectly, by: (a) 
enemy attack by armed forces, including 


(Continued on Page 23) 
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A great deal is being written and said about 
the current challenge to the American Agency 
System as a sound method of merchandising. 
So far there have been more questions than 
answers. We think it is time to take joint inven- 
tory, to plan and to use aggressively those plans 


already in effect. 


We must accept three basic premises. The 
customer is boss! The final decision on product 
and distribution method will be made in the market 
place! The evidence the customer will weigh is: 


quality, service and price! 
Let’s examine that evidence. 


“Quality” is determined by the protection a 
policy affords and the financial strength and repu- 
tation behind its promise to pay. The “quality” of 
North America policies is beyond question. Broad- 
ened coverage and simplified policies have been 


introduced. More will follow. 


“Service” includes personal contact, program 
selling, technical advice and assistance at the time 
of loss. In the absence of superior service there 
is little but price to distinguish the policy issued 
through an agent from one purchased over a 
counter. We will continue to increase facilities for 
the use of our agents in better serving an expanded 
market. We will further improve our loss service 


by an enlarged organization of staff adjustors. 


“Price” must be equitable and competitive. 
Experience has shown that the public will pay some- 
what more for superior quality and service but the 
difference must not be too great. Realistically, 
agent and company must look for reasonable profits 
from large numbers rather than unreasonable 


profits from a diminishing few. 


We believe these conclusions are sound. We 
believe that the observance of them will prove to 
the customer that the Agency System is the merchan- 


dising method that best serves his interest. 


Pr: 5. Here is the first advertisement in an extensive national advertising 


campaign to keep the public informed of the advantages of dealing 


with Agents of the North America Companies. 
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THE CONSTITUTION OF THE UNITED STATES, THE DECLARATION OF INDEPENDENCE, AND THE BILL OF RIGHTS ON DISPLAY IN THE NATIONAL ARCHIVES BUILDING IN WASHINGTON, ©. ¢ 





The Spirit of Free Enterprise 


The Constitution of the United States first estab- 
lished the wide, firm highway of freedom of enter- 
prise for everyone. 

In 1792, a group of patriots founded the In- 
surance Company of North America at Independ- 
ence Hall. This company brought the new nation 
its own independent insurance facilities and ac- 
cepted the responsibilities as well as the opportu- 
nities of free enterprise. 

The interests of North America policyholders 


have always come first. And they always will. We 
intend to continue simplifying insurance and broad- 
ening protection for everyone’s benefit. This is 
free enterprise in action. 

As part of our complete service, we offer you 
a new booklet called “The Change Around Us.” 
It is a simplified explanation of how you can pro- 
tect what you own and your income from loss. 
Your North America Agent will be glad to present 
you with a copy. Or you may use the handy coupon. 





THE 
CHANGE - 
NORTH AMERICA COMPANIES AROUND 
1600 Arch Street US 
Philadelphia 1, Pa. 





=a 


Please send me (no cost or 
obligation) your new booklet. 
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Insurance Company of North America « Indemnity Insurance Company 
of North America « Philadelphia Fire and Marine Insurance Company 





This advertisement appears in The Saturday Evening Post, Collier's, Life, Look. 
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Insurance Superintendent Alfred J. Bohlinger of New York, left, presenting the 
annual award of*the Pohs Institute of Insurance for meritorious service to Assem- 


blyman Samuel Rabin while Herbert J. 


Pohs, right, looks on. Mr. Rabin was 


chairman of the New York Assembly Insurance Committee during the 1954 session 
of the legislature. The presentation was made last week at the faculty-award 


luncheon given annually by Mr. Pohs. 





ADMIT TWO AS PARTNERS 





Flynn, Harrison & Conroy, New York, 
Announce R. A. Evans, Jr. and Morris 
Slute; Their Respective Careers 

Richard A. Evans, Jr. and Morris 
Slute have been admitted as_ general 
partners of the brokerage firm of Flynn, 
Harrison & Conroy, 90 John Street, New 
York. 

Mr. Evans, Cornell University gradu- 
ate, did post graduate work at Yale 
University. He has been in the life in- 
surance field all of his business career, 
starting with the Massachusetts Mutual 
Life in 1931. He entered the pension 
field in 1937 and was appointed manager 
of the New Haven office of Connecticut 
General Life. Mr. Evans joined Flynn, 
Harrison & Conroy in 1940. His associa- 
tion with the firm was interrupted when 
he was called to active service in the 
United States Navy in 1942. He was re- 
leased from active duty as Lt. Com- 
mander in 1946 and since that time he 
has managed the life, group and pension 
department of the organization. 

Mr. Slute started his business career 
with Joseph A. Flynn and John T. 
Harrison when they were associated with 
the Fidelity & Deposit. He was one of 
the original employes of Flynn, Harrison 
& Conroy when it was organized in 1920 
and has been with the ‘firm ever since 
that time. Mr. Slute has been manager 
of the leading experts on workmen’s 
compensation and other forms of 


liability coverages. During World War 
I] he supervised the insurance problems 
of many of the largest United States 
Army and Navy contracts. His duties 
took him overseas to foreign bases. 





McCullough and Perlet 
At Jaffe Forum May 13 


Roy C. McCullough, manager of the 
Multiple Peril Insurance Rating Or- 
ganization, and Harry F. Perlet, general 
manager, Interbureau Insurance Advis- 
ory Group, will both speak at the new 
Spring forum sponsored by Jaffe Agen- 
cy, Inc. at Schwartz’s Restaurant, 54 
3road Street, New York, on Thursday, 
May 13. The new multiple peril poli- 
cies for dwellings is the topic for the 
evening, and each speaker will. discuss 
the particular policies of his organiza- 
tion. A question and answer  perioc 
with Alfred I. Jaffe, vice president ot 
the agency as moderator, follows the 
main talks. 

The new homeowners’ policies have 
created unusual interest and it is fair 
to assume that the forthcoming com- 
prehensive dwelling will heighten that 
interest. 3Zecause of this, indications 
point to an attendance that will top 
last fall’s forum on broad forms of 
burglary coverage. 


Brokers’ Review Class on 


May 13 and Not May 6 


The metropolitan department of the 
Home Insurance Co. announces that the 
next brokers’ review class for the New 
York State brokers’ and agents’ examina- 
tions will be held on Thursday, May 13 
—instead of May 6 as announced last 
week—from 6 to 9 p.m. at the Hotel 
McAlpin in New York City. 





N. Y. BROKERS AFFILIATE 


Offices of DeWitt Stern and Herbert H. 
Gutmann Join Together; Have Enlarged 
Offices at 250 Fifth Avenue 

The well known insurance brokerage 
house of DeWitt H. Stern Co., Inc., 250 
Fifth Avenue, New York, and that of 
Herbert H. Gutmann & Co., Inc., an- 
nounce the formation of DeWitt Stern, 
Gutmann & Co., Inc., effective May 1. 
Headquarters of the new corporation will 
continue at the Fifth Avenue address 
where the offices have been enlarged. 

DeWitt Stern, whose father started 
the business in 1899, will be president in 
the new setup. A Princeton graduate, 
class of 1932, he started his insurance 
career in that year. A successful pro- 
ducer of life, A. & H. and general insur- 
ance lines, Mr. Stern is a life member 
of the Million Dollar Round Table and 
a past president of the Accident & 
Health Underwriters Association of New 
York. Active in Princeton alumni affairs, 
he is historian of his class and serves on 
the alumni executive committee for 1932 
graduates. His hobbies are contract 
bridge, squash rackets and tennis. 

Herbert H. Gutmann, chairman of the 
board in the new corporation, came to 
the United States from Germany in 1936 
and started here as an insurance broker 
in 1937. In Frankfurt, Germany, where 
he lived until the Hitler regime, he was 
the managing director of a large bank. 
His son, John H., who ranks as _ vice 
president and treasurer, is a New York 
University graduate whose _ insurance 
career began in 1946. After a few years’ 
service with insurance companies he 
joined forces with his father in 1948. In 
World War II he served in the Army 
Intelligence Corps. 

Starting under favorable auspices, 
DeWitt Stern, Gutmann & Co., Inc. will 
conduct a multiple line operation. 





GENERAL AGENTS’ PROGRAM 








Chapman, Murphy, Seymour and Others 
To Address Gathering at Old Point 
Comfort on May 17-19 





The American Association of Manag- 
ing General Agents has announced the 
program for the annual convention May 
17-19 at the Chamberlin at Old Point 
Comfort, Fort Monroe, Va. President 
Jules E. Simoneaux, New Orleans, an- 
nounces the following speakers and sub- 
jects: 

“Present-Day Trend in Successful 
Managing Agencies”, Kenneth E. Chap- 
man, vice-president and secretary, Agri- 
cultural Insurance Co.; “Future of the 
Insurance Business,” D. D. Murphy, 
president, National Association of Insur- 
ance Commissioners, and Commissioner 
of South Carolina; “Actual Cash Value 
and the Personal Property Floater,” P. 
A. Bienvenu, Bienvenu & Culver, insur- 
ance attorneys. 

“Current Thinking of Local Agents,” 
E. J. Seymour, president, National Asso- 
ciation of Insurance Agents; “Is Com- 
pulsory Automobile Liability Insurance 
in the Public Interest,’ Howard M. 
Starling, Washington office, Association 
of Casualty & Surety Companies; “Im- 
plications of the New Nationwide Defi- 
nition,” Wayne H. Holmes, secretary, 
Wm. H. McGee, Inc., New York; “Sales- 
manship and the Managing General 
Agent,” Frank Gillingham, president, 
Southeastern General Agency, Inc., Coral 
Gables, Fla. 





New Jersey Brokers List 
Ready at Agents’ Assn. 


The New Jersey Association of Insur- 
ance Agents has prepared its 1954 
“Brokers’ List” which is available to 
agents who are members of the state 
association for $5 a copy and to non- 
members for $10. The latter price for 
non-members includes also 12 issues of 
“The New Jersey Agent,” containing 
supplements. With payment accompany- 
ing order blank the “Brokers List” may 
be obtained at the headquarters of the 
association at 24 Commerce Street, 


Newark 2, N. J. 














WEGHORN IS 
GOOD TO 
BROKERS 















Production Supervisor in 


John C. Weghorn Agency 


ERLING J. SOLBERG 


Erling J. Solberg has been appointed 
a production supervisor of the John 
C. Weghorn Agency, Inc., of New York, 
according to John C. Weghorn, presi- 
dent. He was formerly an assistant 
secretary with Wm. H. McGee & Co., 


nc. 

Mr. Solberg, who began his insur- 
ance career nearly 17 years ago with the 
Eagle Star, will specialize on inland 
and ocean marine under the direction 
of John F. Lane, vice president of the 
Weghorn Agency, but he will also assist 
the agency’s executive vice president, 
Robert C. LeBright, on general produc- 
tion of business. 

In 1948 Mr. Solberg won first prize 
in the Insurance Institute of Amer- 
ica’s examination in inland marine. He 
was a member of a class at the In- 
surance Society of New York and com- 
peted against students in centers 
throughout the United States and 
Canada. 


PENDERGRASS AGENCY FORMED 

C. A. Pendergrass recently announced 
the opening of Pendergrass & Co., gen- 
eral insurance and real estate agency, 
at Chattanooga, Tenn. Mr. Pendergrass 
has been in the real estate and general 
insurance business for the past seven 
years. 
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Joins Law Department 
Of the National Board 


















WILLIAM L. MARTIN 


The National Board of Fire Under- 
writers announced yesterday the appoint- 
ment of William L. Martin, Louisville, 
Ky., attorney, to the staff of its law 
department. 

J. Raymond Berry, NBFU’s general 
counsel, in making the announcement, 
said that Mr. Martin, a graduate of 
the University of Louisville School of 
Law, would work under E. M. Griggs, 
NBFU’s general counsel in 
Chicago. 

Mr. Martin, a World War II Navy 
veteran and presently a commander in 
the Naval Reserve, was formerly Ken- 
tucky State Fire Marshal and was 
public safety officer for the Federal 
Civil Defense Administration at Cleve- 
land, Oho. 

e is a member of the Louisville 
Highlands Kiwanis Club, the Kenwood 
3aptist Church, Hiram Lodge No. 4, 
F. & A.M. of Frankfort, Ky., the Louis- 
ville and Kentucky Bar Associations, 
and an honorary life member of the 
Northern Kentucky Firemen’s Associ- 
ation, 


assistant 


Dwelling Policy 
(Continued from Page 19) 


action taken by military, naval or air 
forces in resisting an actual or an imme- 
diately impending attack; (b) invasion; 
(c) insurrection; (d) rebellion; (e) revo- 
lution; (f) civil war; or (g) usurped 
power. 

“(As respects Perils “B” to “T” inclu- 
sive). This company shall not be liable 
for loss by any peril other than fire or 
lightning, or by removal from premises 
endangered by any such peril, insured 
against in this policy caused, directly or 
indirectly, by (a) hostile or warlike ac- 
tion in time of peace or war, including 
action in hindering, combating or de- 
fending against an actual, impending or 
expected attack, (1) by any government 
or sovereign power (de jure or de facto), 
or by any authority maintaining or us- 
ing military, naval or air forces; or (2) 
by military, naval or air forces; or (3) 
by an agent of any such government, 
power, authority or forces, it being un- 
derstood that any discharge, explosion 
or use of any weapon of war employing 
atomic fission or radio-active force shall 
be conclusively presumed to be such a 
hostile or warlike action by such a gov- 
ernment, power, authority or forces; 
(b) insurrection, rebellion, revolution, 
civil war, usurped power, or action taken 
by governmental authority in hindering, 
combating or defending against such an 
Occurrence.” 


Buffalo District Office 

The Buffalo district office of the New 
York Fire Insurance Rating Organiza- 
tion moves May 3 to a new location at 
266 Pearl Street. This new office is cen- 
trally located in Buffalo one block west 
of Main Street between Court and West 
Mohawk Streets. The functional arrange- 
ment of the office will assist the Buffalo 
district personnel in its service to the 
insurance ‘field in the eight western 
counties of Erie, Niagara, Orleans, 
Genesee, Wyoming, Allegany, Cattarau- 
gus and Chautauqua. 





GENERAL ACCIDENT FIRE DEPT. 





Opens Metropolitan Office at New York 
City With Frank Beasley Manager; 
He was Formerly With Home 


The General Accident announces open- 
ing of its metropolitan ‘fire department 
York office at 99 
John Street on May 3. Frank P. Beasley 


located in the New 
has been appointed manager for this de- 
partment. 

Mr. Beasley, who has had a long ex- 


perience in this city, was associated with 


the Home Insurance Company in its 


metropolitan department and previously 
with the metropolitan department of the 
Glens Falls. 

The General Accident been en- 
gaged in writing fire insurance on a na- 


has 


tion-wide basis. This announcement 
marks beginning of operations in the 
local New York area. The Potomac, 


which is a member of the General Acci 
dent Group, has a long fire underwriting 
history, consequently, facilities are well 
organized for servicing ‘fire insurance 


















































This America Fore Advertisement 
is currently appearing in the following 
national publications: 












* THE SATURDAY EVENING POST 
* NEWSWEEK * FORTUNE 





* TIME 






* LIFE 


* NATIONAL GEOGRAPHIC 
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American Management 
Program for New York 


AT HOTEL STATLER MAY 24-26 





Stellwagen, Jainsen, Carson, Morgan, 
Cooke Among Speakers; Will Feature 
Trends in Insurance Industry 





Trends in the insurance industry and 
their impact on corporate insurance 
management will be the theme of the 
American Management  Association’s 
spring insurance conference next month. 

Thirteen speakers will discuss prin- 
ciples of insurance buying, manuals, or- 
ganization, benefits, fire and comprehen- 
sive liability coverages, and other sub- 
jects at the meeting, scheduled for May 
24-26 at the Hotel Statler in New York. 
More than 1,000 corporate insurance 
executives from all parts of the country 
are expected to attend. 

Herbert P. Stellwagen, executive vice 
president, Indemnity Insurance Co. of 
North America, Philadelphia, will open 
the conference May 24 with an address 
offering a rational basis for buying in- 
surance. In addition to listing yardsticks 
for determining coverage, he will ex- 
plore the possibilities and limits of self- 
insurance, commenting on the relative 
values of insurance service and indem- 
nity. 

Application of these principles will be 
explained by Warren S. McKay, super- 
visor of insurance and taxes, United 
Engineering & Foundry Co., Pittsburgh. 


Executives on Panel 


In a half-day “presidents’ panel” the 
chief executives of three leading insur- 
ance companies, each speaking for the 
field he represents, will describe the 
problems ahead and indicate the prob- 
able course of developments. Marshall 
B. Dalton, president, Boston Manufac- 
turers Mutual Fire, will take up fire 
insurance and extended coverage; Wil- 
son C. Jainsen, president, Hartford Ac- 
cident & Indemnity, will cover the casu- 
alty field, and Ellis H. ¢ Carson, president, 
National Surety Corp., New York, fidel- 
ity and surety. 

Another panel group will present a 
hypotheticz al case study in solving prob- 
lems of fire coverage. The panel chair- 
man, E. M. Morgan, Jr, insurance man- 
ager, Rohm & Haas Co., Philadelphia, 
will spotlight typical dangers to guard 
against in adjusting a loss. Members of 
the panel will be H. Walter Johnson, 
manager, insurance department, Sun Oil 
Co., Philadelphia ; Robert M. Young, 
assistant insurance manager, Scott Paper 
Co., Chester, Pa., and Walter C. Feim- 
ster, Jr., adjuster, Philadelphia. 

At the concluding luncheon May 26 
Ben D. Cooke, chairman, B. D. Cooke 
& Partners, Ltd., London, England, will 
discuss the modern position of the un- 
derwriter. He will compare the ways in 
which the British and American markets 
operate and point out the need for 
flexibility in underwriting to meet to- 
day’s rapidly changing business condi- 
tions. 

Cther topics at the three-day meeting 
will include the use of manuals in insur- 
ance administration, organizing the in- 
surance department for efficiency, con- 
tinuing benefits for retired employes, 
and interpreting the comprehensive lia- 
bility contract. James M. Cristy, insur- 
ance manager, Upjohn Co., Kalamazoo, 
Mich., will give a preview of part of 
an AMA research report on manuals, 
records and reports for insurance man- 
agers, which is being prepared under 
his direction. 

James M. Cooper, insurance manager, 
Nash-Kelvinator Corp., Detroit, will out- 
line organizational techniques for eff- 
cient day-to-day operation of the insur- 
ance department and will suggest sources 
of special help in emergencies. D. C. 
Buell, third vice president, Metropolitan 
Life, New York, will analyze various 
approaches to the problem of continuing 
benefits after retirement, with examples 
from industry practice. J. M. Sweitzer, 
vice president and general counsel, Em- 
ployers Mutuals of Wasau, Wasau, 


Reliable Fire Elects 


The Reliable Fire Insurance Co. of 
Dayton, Ohio, has elected directors and 
officers for 1954 and declared a regular 
quarterly dividend of 35 cents a share. 
Named to the board of directors were: 
Irvin G. Beiser, H. R. Ellis, W. F. Ocel- 
man, Adam Schantz, W. E. Schantz, 
H. G. Schneider and E. J. Weiss. Of- 
ficers elected are as follows: E. J. Weiss, 
president and general manager; W. F. 
Oelman, vice president; J. W. Kramer, 
vice president and secretary, and R. W. 
Schmitt and C. H. Breidenbac h, assis- 
tant secretaries. 





Wis., will indicate the expanding area 
of liability that is being created by legal 
rulings and will enlarge upon the mean- 
ing of the basic contract and its amend- 
ments, the coverage of assumed liability, 
and the diverse problems arising under 
product liability. 

Henry Anderson, manager, insurance 
department, American  Broadcasting- 
Paramount Theatres, Inc., and AMA 
vice president in charge of the insurance 
division, headed the 24-member council 
of insurance executives that planned the 
conference. He will preside on the open- 
ing day of the meeting. 


Heard Vice President 
America Equity of Fla. 


Ralph Heard, known in insurance cir- 
cles over a period of years, has joined 
the American Equity Insurance Group 
of Miami, Fla., in the capacity of vice 
president. In making the announcement, 
Jay R. Schwartz, executive vice presi- 
dent, declared: “Mr. Heard will concern 
himself with agency development and 
production.” 

Prior to joining the American Equity 
Insurance Group, which includes the 
American Title and Insurance, Equity 
General, and Baloise Fire, Mr. Heard 
was vice president of the Tri-State In- 
surance Co. of Oklahoma. He is a for- 
mer member and secretary of the Okla- 
homa State Insurance Board, and served 
as vice president and director of the 
Midwestern Insurance Co. 


William J. Fennell Dies 


William J. Fennell, executive assistant 
of the Factory Insurance Association, 
died April 19, at his home in Hartford, 
after a long illness. Mr. Fennell went 
with the FIA in 1918, starting out as a 
draftsman. Ov er the years he earned ad- 
vancements in both the office and field 
and, in 1946, returned to the Eastern 
regional office as executive assistant. 
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The Seaboard Fire & Marine 
has been a member of the 
YORKSHIRE GROUP since 1929. 


SEABOARD 


Signs of the times... 





: we 
peti mine 


THE YORKSHIRE 


INSURANCE COMPANY OF NEW YORK 


FIRE & MARINE INSURANCE COMPANY 


90 JOHN STREET. NEW YORK 38, NEW YORK 


From its earliest days, the 
YORKSHIRE has progressed 
steadily through the times. 
Now with a background of 
130 years experience, sup- 
ported by its world-wide or- 
ganization, the old joins with 
the new as the Yorkshire’s 
United States BranchandThe 
Yorkshire Indemnity Com- 
pany of New York emerge as 
THE YORKSHIRE Insur- 
ance Company of New York. 
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FIRE SPECIAL AGENTS 


Openings for fire special agents 
in New York and New England 
with an expanding well estab- 
lished group. Replies will be 
treated in confidence. Box 2241, 
The Eastern Underwriter, 93-99 
Nassau Street, New York 38, 
N. Y. 














AMERICA FORE AT ALBANY 





Consolidated Offices in New America 
Fore Building Opened; Operat- 
ing Personnel Named 





The America Fore Insurance Group 
opens its consolidated Albany, N. Y. 
offices in the new America Fore build- 
ing, 107 Washington Avenue on April 
8. 

This move brings together the branch 
office of the Fidelity and Casualty of 
New York, previously located in the 
State ‘Bank Building and the field office 
of the fire companies of the group con- 
sisting of the Continental, Fidelity- 
Phenix, Niagara and American Eagle 
formerly located in the Home Savings 
Bank Building. : 

Fieldmen of the fire companies of the 
America Fore Group who will be located 
in the new building include State Agent 
David Davidson and Special Agents U. O. 
Michaels Jr., John H. Behrens and En- 
gineers Guy E. Mendell and Joseph 
Nixon. 3 

Special Agent Joseph H. Endres will 
specialize in farm and hail business and 
Richard A. Stout has been assigned to 
the office as staff adjuster. : 

Charles Flay, Jr. continues as resident 
manager for the Fidelity and Casualty 
and George B. Hurley as manager of 
the claims department. 


by 


ALLSTATE FILING DEFERRED 





Company Asks Delay in Michigan After 
Agents Protest It Has No Acceptable 
Data for Fixing Adequate Rates 

Commissioner Joseph A. Navarre of 
the Michigan Insurance Department dis- 
closed last week that Allstate, Chicago, 
has asked him to hold in abeyance its 
oo for a fire license in Michi- 
gan. The delay would be pending pro- 
vision by the company of certain infor- 
mation requested by the Michigan 
supervisor. 

Commissioner Navarre, under the stat- 
utory provisions for consideration of 
applications, would pave been required 
to decide by April 22 whether to grant 
or refuse a license to the carrier, al- 
ready admitted for writing automobile 
lines. 

The Allstate application had drawn a 
strong protest from the Michigan Asso- 
ciation of Insurance Agents whose 
secretary-manager, Waldo O. Hilde- 
brand, had contended that the company, 
proposing to seek ‘business on a_ basis 
of a substantial deviation—reportedly 
20%—from standard fire rates, actually 
has no acceptable standard for fixing 
adequate rates since it has no rating 
organization of its own and proposes 
not to become a member of the Michi- 
gan Inspection bureau. The association 
protest cited the fact that communi- 
ties are graded on the basis of fire 
protection facilities and that this work 
is done by bureau facilities technically, 
at least not available to non- members. 
By refusing to join the bureau Allstate 
could have no credible basis for rating, it 
was contended, and to permit it to write 
on a deviated basis from rates fixed by 
the bureau would be amounting to dis- 
crimination since it would be saving a 
cost item shared by all member carriers 
in order that that might establish and 
maintain a sound rating structure. 
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National Board Cooperating To 
Re-Alert Schools To Fire Dangers 


The National Board of Fire Under- 
writers has made it known that it is 
giving full cooperation to the New York 
State School Boards Association, Inc., 
which a few days ago asked its help in 
re-alerting the public schools of the state 
to the danger of fire and to suggest con- 
structive measures that should be taken 
to avoid tragic fires, such as the recent 
one at Cheektowaga, near Buffalo, N. Y., 
where 15 students died and many others 
suffered serious burns and injury. 

The action came about as a result of 
a direct request by the State School 
Boards Association to Lewis A. Vincent, 
NBFU’s general manager. 

In a letter to Mr. Vincent, dated April 
16, Russell M. L. Carson, local agent and 
chairman of the insurance committee of 
the School Boards Association, told how 
his committee has continuously stressed 
the importance of fire and accident pre- 
vention, but the horror of the Cheek- 
towaga school catastrophe intensified 
their sense of “safety consciousness” and 
compelled a “deep concern that all 
schools do everything humanly possible 
to quickly make our schools safer for 
the children.” 

Mr. Carson added that the school 
board committee realized that the Na- 
tional Board of Fire Underwriters, es- 
tablished in 1866 as a non-profit, educa- 
tional, factual and engineering organiza- 
tion, had available material for imme- 
diate use. 

“It was natural,” Mr. Carson con- 
tinued, “that our two _ organizations 
should confer and join in a cooperative 
effort to re-alert the schools.” 

Mr. Vincent said that the National 
Board has supplied copies of its self- 
inspection blank for schools and copies 
of its 22-page booklet “Construction of 
School Buildings and Improvement of 
Existing Structures,” which will be dis- 
tributed by Mr. Carson to 900 school 
boards throughout New York State. 

The inspection blank has been ap- 
proved and adopted by the National 
Association of Public School Business 
Officials and endorsed by the Interna- 





Paul H. Brown, Texas Fire 


Commissioner, Dies at 62 

Paul H. Brown, Texas Fire Insur- 
ance Commissioner since 1949, died in 
McCloskey General Hospital, Temple, 
Texas, April 23, after having been in a 
coma since early in February, 1953, when 
he suffered a stroke while at work in 
his office. Mr. Brown had suffered a 
first stroke in 1950, but returned several 
months later to carry out his more im- 
portant official duties. 

Mr. Brown, who was 62 years old, has 
left an enduring impress on fire insur- 
ance operations in the state by his lead- 
ership in bringing about a complete re- 
vision of the Texas General Basis Sched- 
ules, which became effective in 1952 after 
intensive studies by a committee of com- 
pany executives and agents. Prior to 
becoming Fire Commissioner, Mr. 
Brown served as Secretary of State un- 
der the late Governor Jester. 


Newell Special in Conn. 


For Aetna Insurance Group 


Appointment of Charles G. Newell as 
a special agent in Connecticut for the 
Aetna Insurance Group is announced 
by President Clinton L. Allen. Mr. 
Newell will be associated with States 
Agent Clifton B. Austin and Special 
Agent Eric F. Shaw of the marine de- 
partment. 

A native of Hartford, Mr. Newell is 
a graduate of Brown University, where 
he majored in economics. He entered 
the Aetna’s employ in July, 1951, and is 
a graduate of the group’s multiple line 
training school. 





tional Association of Fire Chiefs. 

Mr. Carson of Glens Falls, a former 
president of the New York State Asso- 
ciation of Insurance Agents, pointed out 
that all public school administrators in 
the state are expected to use the Na- 
tional Board material to survey school 
properties under their jurisdiction. 





Eureka Congratulations 
To Chief 3 Years in Mail 


The Eureka-Security Fire & Marine 
congratulated former Fire Chief Chris 
M. Smith of Muskegon, Mich., on his 
50th anniversary as a policyholder three 
years ago—but he didn’t get the letter 
until this month. Mr. Smith was some- 
what mystified recently when he re- 
ceived a letter dated August 7, 1950 
from the Eureka. The letter noted that 
he had held a policy, written and re- 


newed through the Conklin Insurance 
Agency of Muskegon, since 1900—a half 
century—and expressed the pleasure of 
D. J. Cowie, president, in that fact. 

The mix-up in dates interested Chief 
Wallace F. Gannon, who wrote the 
company for an explanation after being 
shown the letter. Only solution offered 


by President D. J. Cowie in a personal 
letter to Chief Gannon was that the 
letter had been lost in the mails. “I 
can assure you that we pay our losses 
much more promptly” the firm’s presi- 
dent commented. 








Their love nest cost $88,000! 


When the tawny robins build in Honduras, their large 
hollowed mounds of sticks and trash are usually located 


in trees. But not always. 


Recently, these birds chose high voltage trunk lines — 
and short-circuited an entire American-owned power 


house in one tremendous flash! 


Generators, transformers, all the above-ground equip- 


16 billion dollars — 4 billion in the last three years alone! 
Some of this probably originates right in your own 


neighborhood, perhaps with some of your present clients. 


Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU—and AIU is your 


expert. For full information and literature, write to 


ment and the building were totally destroyed by fire. 


That very day, agents for American International 
Underwriters started work on the claim. The plant had 
been built over forty years ago, and its value might be 
expected to have declined by at least half. 

But so carefully had it been maintained that the claim 
of $88,206 was allowed and paid in full! 

This on-the-spot American service, typical of AIU, is 


especially attractive to American businessmen investing 
abroad. In addition, you can readily understand the 


American terms and language of AIU policies. 

In writing coverage of foreign risks, the only informa- 
tion AIU requires is the same as on domestic risks. 
Claims are paid in the same currency as premiums — 
including U. S. dollars where local law allows. 

What this means for agents and brokers is obvious. 


Foreign protection is easy to sell. 


American private investments abroad have topped 


New York 5, N. Y... 
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Washington 6, D. C..... 
Atlanta 3, Ga................ 
Detroit 26, Mich........... 
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New Orleans 12, La..... 
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San Francisco 4, Calif.. 
Los Angeles 17, Calif.... 
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Spring is a good time to “take inventory.” In surveying your policy- 
holders’ present protection you may find, in many cases, oppor- 


tunity to write new business. Improvements, additions and newly 


acquired home furnishings may not be covered—a client’s property 
values may have changed so that it’s advisable to increase his 


amounts of protection. 


The Home has been stressing the importance of adequate property 
insurance in full-color advertisements like the one on the right. 
Follow up this advertising. This Spring, take a new look at the 


names on your books. They’re your best prospects for additional 


insurance. 


HLCHMCE 


* THE HOME * 
Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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He sold me peace-of-mind...neatly wrapped in paper 


A home is for happiness. 

That’s what you work for—that’s where your enjoyment is. 

A house can be replaced of course — but contentment can’t be. 
Isn’t it worth protecting your peace-of-mind? 


You'll be surprised how much your insurance man can add to 
your peace-of-mind, if you will allow him. You can’t fully enjoy 
your home and belongings unless you know they are properly 
protected. Your Home Insurance agent knows how to give 

you exactly the protection you need and want. He knows your 
town and understands your problems and ambitions. 


You'll find him pleasant to talk to and a good friend 
to have — why not call him soon? 








Do you know what you own? 


You may be surprised to 
know the total value of 
your home furnishings and 
personal effects. Every 
homeowner should have a 
home inventory. For a 
handy free inventory book: 
let, see your Home agent 
or write The Home Insur- 
ance Company, Dept. A. 


sx Your HOMEtown Agent can serve you well—see him now! 





FIRE « 





he } The Home Indemnity Company, an affiliate, writes 
tad omani Casualty Insurance, Fidelity and Surety Bonds 
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Three Executives Advanced By 
Northern Assurance U. S. Branch 


Assurance has appoint- 
ed Howard C. Stocker as deputy U. S. 
manager, effective May 1, and R. B. 
Davis and A. H. Wishard assistant U. S. 


The Northern 


Blackstone Studios 

HOWARD C. STOCKER 

managers. Mr. Stocker has been asso- 

ciated with the Northern Assurance 

Group for more than 33 years. In 1950 
he became assistant U. S. manager. 

Mr. Davis joined the Northern Assur- 


Blackstone Studios 
A. H. WISHARD 


service in 
the New 


ance 26 years ago and after 
the South-East he came to 





Scottish Union Appoints 
Denman Special in Ga.-Ala. 


John Newlands, general attorney of 
the Scottish Union and National, an- 
nounces appointment of John L. Denman 
as special! agent in the Georgia-Alabama 
territory. 

Mr. Denman is a native of Alabama 
and graduate of the. Alabama Poly- 
technic Institute. He is a veteran of 
World War II, having served with the 
U. S. Marines for a period of over five 
years. He has had considerable ex- 
perience in several branches of the busi- 
ness and has traveled Alabama for an- 
other company. Mr. Denman will make 
his headquarters at 415 Trust Company 
of Georgia Building, Atlanta, Ga. 


York office in 1944. For some years he 
has been secretary of the Southern and 
Eastern departments. 

Mr. Wishard has been associated with 


Blackstone Studios 


Rk. B. DAVIS 


the Northern for 16 years. He entered 
insurance in 1919 at Des Moines, Iowa, 
joined the Northern in 1938 at Chicago 
and since 1946 has been secretary, at the 
New York office, of the Western de- 
partment. 


AFIA Opens Branch at 
Belo Horizonte, Brazil 


The American Foreign Insurance As- 
sociation has expanded its foreign in- 
surance operations in Brazil by adding a 
new branch office in Belo Horizonte. A 
famous mining city with a population of 
400,000, Belo Horizonte is the capital of 
the State of Minas Gerais (meaning 
General Mines). 

The new branch office is located at 
Rua do Espirito Santo, No. 485 on the 
10th floor of a modern office building in 
the center of the city. The branch repre- 
sents the Home Insurance Co., New 
York; Great American Insurance Co., 
New York, and the Uniao Brasileira, Rio 
de Janeiro. Manager is Mauricio Quin- 
tino dos Santos. Belo Horizonte is 
AFTIA’s fifth Brazilian branch office in 
addition to offices in Rio de Janeiro, 
Sao Paulo, Santos and Porto Alegre. 


Fireman’s Fund Opens 


Canadian Headquarters 

The Fireman’s Fund Group officially 
opened its new Canadian department 
headquarters at 112 Yonge Street, 
Toronto, Ontario, on April 29. John H. 
Kennedy, department manager, along 
with officials from other departmental 
offices of Fireman’s Fund, were host to 
agents and other friends of the company 
at special open house ceremonies held 
in their headquarters. 

The new Canadian department for 
Fireman’s Fund was established last Tune 
and opened in September, 1953. Ulti- 
mately the department will provide com- 
plete production, underwriting and 
claims service facilities for Canadian 
producers of the company located east 
of Alberta. In the past, operations in 
eastern Canada were directed from the 
Western and Eastern departments of 
Fireman’s Fund in Chicago, Boston and 
New York. 


London & Lancashire 


(Continued from Page 1) 


in the post-war level of prices and partly 
from variations in the exchange values 
of overseas currencies to the £ sterling. 
By and large, 1953 has had the benefit 
of a comparative leveling out, and, 
though income may have risen in one 
territory and fallen in another, the over- 
all effect has been to produce for the 
department an aggregate premium in- 
come of £11,185,272 and from it a profit 
of £780,201 or 7.03%, somewhat less than 
the previous year. 


Casualty Business 


“In the accident (casualty) depart- 
ment, premiums at £12,255,095 showed an 
increase of some £1,300,000 and, bettering 
the result of the previous year, carried 
a profit of £156,812 or 1.28%. 

“The accident department includes 
within its comprehensive name a num- 
ber of differing types of insurance, of 
which the most important in volume is 
probably motor insurance. Indeed, in 
our case it produces approximately one- 
half the total world premiums of the 
department and, in view of the impor- 
tance of this section, it is satisfactory 
to be able to record some improvement 
in experience. 

“T hesitate to attribute this improve- 
ment to a lessening of the hazards of 
the road to pedestrian or driver; at 
home, for example, there has been an 
increase in the number of reported ac- 
cidents. The better result was due rather 
to the additional premium arising from 
the adjustment of premium rates in 
some territories after the generally ad- 
verse post-war experience. This addi- 
tional premium exceeded and to some 
extent, therefore, masked the increase 
in the claims cost. 

“Motor insurance in many parts of the 
world still remains an unremunerative 
business. The greatly reduced ratio of 
claims to premiums last year in the 
United States and in Canada will, it is 
to be hoped, continue as a more per- 
manent feature, but there are still other 
important territories in the world (in- 
cluding the United Kingdom) where an 
upward adjustment of premium rates is 
still, to my mind, overdue, and will even- 
tually, I believe, have to be faced. 

“Another important section is em- 
ployers’ liability insurance, which in this 
country has been complicated by the 
abolition of the defense of common em- 
ployment and by the right now enjoyed 
by the employe of proceeding both un- 
der the Industrial Injuries Act and at 
common law, and by the provision of 
legal aid in prosecuting a claim at law. 
All of this has undoubtedly accentuated 
the cost of the business. The insured 
claims ratio with us was over the 70% 
mark in 1953, but rates of premium are 
under continuing investigation among 
companies and may call for further ad- 
justment. 


Tributes to U. S. Leaders 


“T have referred to the important vol- 
ume of our business in the United 
States, and we are fortunate to be so 
well served there by our United States 
manager, Gilbert Kingan, C.B.E., and, on 
the casualty side of the business, by 
Worthington W. Smith. I am happy to 
say that our experience in casualty busi- 
ness in the United States improved very 
considerably last year, and brought the 
business back to a modestly profitable 
footing. 

“Our marine business is conducted 
through our two allied companies, the 
Marine Insurance Co. and the Standard 
Marine. It is becoming clear that there 
are leaner times ahead, but our com- 
panies are well placed to maintain their 
position in the market under the able 
cnotrol of G. A. T. Darby and D. G. 
Scott, marine underwriters of the com- 
panies, and their assistants. The year 
we have now closed has shown a satis- 
factory profit. 


Profit and Loss Account 


“The satisfactory increase of close on 
£80,000 in the amount of our net interest 


Blackstone Studios 


GILBERT KINGAN 


earnings, is, in the main, due to the wel- 
come reduction a year ago of 6d. in the 
£ in the standard rate of Income Tax. 
Interest earnings and our share of the 
life profits together amounted to 
£782,071, but this figure does not take 
into account the profits tax we have to 
pay in respect of interest. This year 
the whole of the sum of £124,310 charged 
in this account relates to interest. In 
effect, therefore, after deduction of all 
taxation thereon, our net interest earn- 
ings in 1953 were £657,701. 

“The aggregate contingent liability 
shouldered by an insurance company un- 
der the policies it issues varies broadly 
with the volume of premium income, and 
premium income in our case, in the 
aggregate for fire, accident and marine, 
has increased as follows, to some extent 
as I have already mentioned, because of 
the general rise in prices in an infla- 
tionary preiod and consequential rise in 
insurable values: 1939, £6,984,366; 1946, 
411,025,614; 1953, £27,879, 852. 

“Our free reserves and paid-up capital 
amounted in the same years to: 1939, 
£14,323,847 ; 1946, £18,866,227; 1953, £29,- 
753,792.” 


Candidates Meeting of 
New Jersey CPCU, May 6 


The New Jersey Chapter of the Soci- 


ety for Chartered Property and Casu- 
alty Underwriters will hold its annual 
candidates’ meeting at the Military Park 
Hotel in Newark on May 6, at 6:30 p.m. 
Ian Robertson, F.C.I.I., assistant man- 
ager of the casualty underwriting de- 
partment of the Royal-Liverpool Group, 
will be guest speaker. 

Mr. Robertson will discuss the Eng- 
lish system of underwriting, with 
particular reference to the English 
professional designation. At this annual 
meeting members of the New Jersey 
Chapter will become acquainted with 
those who will be taking one or more 
parts of their CPCU examinations in 
June in the northern New Jersey area. 


Fire-Marine Trends Noted in 
Spectator’s 1954 Fire Index 


Premium volume for ocean marine in- 
surance in 1953 continued to drop from 
the 1952 figure, according to the Spec- 
tator 1954 Fire Index, which will be 
published soon. It is estimated that to- 
tal net premium writings for 404 stock 
fire and marine insurance companies 
amounted to $147 million, which is a 
decrease of $7 million from the 1952 fig- 
ure of $154 million. : 

The loss ratio for ocean marine in 
1953 rose to 62.7%, an increase of 2.8% 
over 1952, Spectator statisticians report. 
This increase was due largely to the 
drop in premium volume. Losses paid 
for both 1953 and 1952 remained about 
the same. 
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Smoke Detection Equipment Guards 
Against Danger In Public Buildings 


Possibility of distributing smoke in a 
public building through forced draft 
heating ducts poses a real problem for 
responsible personnel. Not only can 


smoke ruin interiors, but it can cause 
panic among people in the structure. In 
an auditorium, for example, the panic 
danger outweighs smoke damage. 

This problem is doubly serious for 
structures housing valuable documents, 
antiques or art treasures. There, the 
value of interiors and displays may total 
millions of dollars and be irreplaceable. 

A review of smoke damage insurance 
losses indicates that claims totaling 
many thousands of dollars are paid an- 
nually as a result of this type of dam- 
age. At the same time, almost daily 
in newspapers can one find stories de- 
scribing a hurried vacating of a building 
lue to smoke accumulations .. . with 
too many of them reporting injury to 
occupants or loss of life. No matter how 
little the actual damage, lingering smoke 
odor remains a problem. 


Kidde & Co. Tells of Equipment 


To guard against such occurrences 
many both public and private buildings 
have installed smoke detection equipment 
according to Harry Lein, a Walter Kidde 
& Company, Inc., contract engineer. This 
cype of equipment monitors a building’s 
heating system’s plenum chambers from 
which hot air ducts originate. 

Frequently the heating, air cleansing, 
and humidifying equipment upstream of 
the chambers are surveyed to determine 
if anv part of the equipment, if afire, 
could generate a large volume of smoke. 
Most frequently discovered are recircu- 
lating oil cleansed air filters which cou!d 
prove troublesome. This equipment com- 


bines two of the basic ingredients neces- 
sary for fire—a flammable liquid and 
oxygen. All that is needed is an igni- 
tion source whether it be a static spark 
or an electric short. 

Mr. Lein states that a carbon dioxide 
extinguishing system for the filter and 
a smoke detection apparatus for plenum 
chambers licks the problem. 

Here’s how the two Kidde systems 
work. On each side of the air filter 
are mounted overhead rate-of-tempera- 
ture-rise fire detectors. If fire breaks 
out, the increasing temperature causes 
these elements to trip cylinders of car- 
bon dioxide stored nearby. Under its 
own pressure, the fire smothering agent 
floods from the cylinders and _ passes 
through piping to both sides of the filter 
where it is discharged from Multijet 
nozzles in sufficient volume to reduce 
oxygen to a point insufficient to support 
combustion. The fire virtually is stran- 
gled. 

Often, built into the system’s piping 
are pressure operated switches which 
are triggered by the passage of the 
gas. When actuated, they stop the pow- 
erful hot air circulating blower and 
sound electrical alarms. Pull boxes en- 
abling the system to be manually actu- 
ated are also available. 

The smoke detection equipment com- 
prises type “G” detection boxes, one 
assigned to each plenum chamber. Each 
detector continuously tests air samples 
from its chamber by means of photo- 
electric cells. 

If a sample contains smoke, the smoke 
reflects light onto the cells increasing 
their output. This increase trips alarms 
and also stops the blower. These danger 
signals normally sound in the same loca- 
tions as do the oil filter alarms. 





Fireman’s Fund Changes 
In Portland, Ore., Area 


Louis W. Niggeman, vice president of 
the Fireman’s Fund, Ore., announces 
several personnel changes in the organ- 
ization’s Portland, Ore., service office. 
Erling E. Jacobsen has been named ma- 
rine state agent for Oregon for Fire- 
man’s Fund and its affiliates. Robert J. 
Patterson, formerly of the San Francisco 
office staff of Fireman’s Fund, has as- 
sumed his new duties as marine under- 
writer in the Portland headquarters. 

Mr. Niggeman points out that Jacob- 
sen’s new assignment will relieve Oregon 
Group Manager Edward E. Valentine, 
veteran Fireman’s Fund staff member of 
certain marine duties and allow him to 
devote his entire time to the overall pro- 
duction of marine, fire, and casualty busi- 
ness, 


Indiana State Agent for ICT 

Horace K. (Kib) Turner, who has 
been in insurance agency work for a 
quarter-century, has been named state 
agent in Indiana for the union member- 
owned Insurance Co. of Texas. State 
headquarters will soon be established in 
Indianapolis. 

Mr. Turner, formerly of New York 
City, has been in the local agency busi- 
ness there for the past nine years. Pre- 
viously, he was with the Aetna Fire 
Group as a special agent. 

ICT, which obtained its license to do 
business in Indiana last year, operates 
over a 24-state area from cqast to coast. 


JOINS FIREMAN’S FUND 

Eugene H. Neuschwander has joined 
the staff of Fireman’s Fund Insurance 
Co. and its affiliates in San Francisco 
as a group actuary. Mr. Neuschwander 
was formerly with the Founders Insur- 
ance Co. in Los Angeles where he was 
manager of the group disability depart- 
ment. He is a Fellow of the Society of 
Actuaries. 


Louisville Company Now 
Tachua-Miller Corporation 


Charles G. Tachau, chairman of the 
board of Louisville Fire and Marine, 
has announced that the E. S. Tachau 
Company, which owns all of the common 
stock of Louisville Fire and Marine, has 
recently changed its name to the 
Tachau-Miller Corporation in recogni- 
tion of the large stock interest W. Leslie 
Miller, president of Louisville Fire and 
Marine, has acquired in the E. S. 
Tachau Company. 

Mr. Miller joined the Louisville 
F. & M. in 1950 as executive vice presi- 
dent, and in April, 1953, advanced to 
the office of president. He has been and 
will remain the chief executive officer 
of the Louisville. He is also general man- 
ager of the Western and Kentucky In- 
surance Company, and president of 
Mississippi Valley Underwriters, Inc., 
which, until recently, managed the Fire 
and Casualty Insurance Co. of Hart- 
ford, Conn., on a national basis. 


Agent’s & Buyer’s Guide 

Readers of the new, 1954, Agent’s & 
Buyer’s Guide, widely distributed year- 
book prepared by editors of the Fire, 
Casualty & Surety Bulletins, will have 
a new section devoted to the problem 
of writing surplus line or excess insur- 
ance. The book, released by the Na- 
tional Underwriter Co., is in its seventh 
edition. The price is $5. 

Extended survey features of the 
Agent’s & Buyer’s Guide are not the 
only items, however. There is the com- 
pany directory section, in which infor- 
mation not presently available elsewhere 
in one place—territory, lines written, 
membership in organizations, bureaus, 
pools and_ underwriting groups—is 


shown. The Directory of Insurance Buy- 
ers’ Organizations gives current infor- 
mation about these groups. 

The National Underwriter Company’s 
home office is at 420 East 4th Street, 
Cincinnati 2, Ohio. 


Woman Retires as State 
Agent in Nashville, Tenn. 


One of the leading personalities in 
insurance circles of Nashville, Tenn., 
Mrs. Inez B. Rankin, state agent for the 
Scottish Union & National for over a 
decade, is retiring to spend more time at 
home. She is succeeded by Clarence 
Sullivan, who has been special agent for 
the Phoenix of London Group. 

One of the few women ever to hold 
the post of state agent for a fire insur- 
ance company, Mrs. Rankin has been 
traveling thousands of miles each year 
supervising the agency force of her com- 
pany. Now she wants a post which will 
permit her to spend much more time 
at home. Mrs. Rankin, a former school 
teacher, is also a past president of the 
Nashville Association of Insurance 
Women. She worked as secretary 12 
years for her husband, the late H. Por- 
ter Rankin, and took over his job when 
he died 10 years ago. 


Millers National and 
Illinois Report on 1953 


Millers National Insurance Com- 
pany’s premium writings were $5,515,- 
029, for 1953, a decrease of $382,106 from 
the previous year. Unearned premium 
reserve at the 1953 year end was $5,584,- 
731, a decrease of $289,613. Admitted 
assets were $11,021,969, a decrease of 
$183,198, and policyholders’ surplus at 
December 31, 1953, was $4,017,831, an 
increase of $192, 922 for the year. 

Invested assets at December 31, 1953, 
were $9,231,754, of which U. S. govern- 
ment and other bonds were $6,941,738. 
The company’s investment in Illinois 
Fire Insurance Co. stock was carried 
at $1,701,615 and other stocks at $588,- 
400. Cash was $1,005,236 

Illinois Fire, wholly owned subsidi- 
ary, reported premium writings for 1953 
at $2,058, 884, an increase over the pre- 
vious year of $60,643. Unearned pre- 
mium reserve was $2,171,840, an in- 
crease of $107,881. Admitted assets 
were $4,383,074, an increase of $47,319 
and policyholders’ eri trry was $1,703, 
523, an increase of $12,14 





Horse Safeguarded From 


Fire at Jamaica Track 

Better to guard the millions of dollars 
worth of thoroughbred race horses en- 
dangered each year by flash fires, the 
Metropolitan Jockey Club (owners and 
operators of Jamz 1ica. race track, New 
York) has taken decisive steps to mini- 
mize or eliminate the hazards by having 
am experimental stable designed and 
built by experts using proved engineer- 
ing principles, as for any special in- 
dustrial use. 

John A. Morris, as president of the 
Metropolitan Jockey Club, went to busi- 
ness and industry to find his trained 
engineers. The long established design and 
construction firm of Stone & Webster 
Engineering Corporation was retained to 
do exhaustive research and then to 
supervise the building of a fireproof 
stable, which is now nearing completion 
at Jamaica. After many months of engi- 
neering study, the stable now contains 
the best possible features designed to 
prevent fires, stop them from spreading 
if they start, and provide time to get all 
horses out safely. 


C. H. TRAME DIES AT 90 

The death at Covington, Ky., April 16, 
of Charles H. Trame, Sr., 90 years of 
age, marked the passage of one of the 
oldest rating men in the country, and 
the dean of all Kentucky fire insurance 
rate specialists. Mr. Trame for many 
years made the fire rates in Kenton and 
Campell Counties, just south of Cin- 
cinnati, O., in the Covington-Newport, 
Ky., area, even prior to the Kentucky 
Actuarial Bureau, now the Kentucky In- 
spection Bureau taking over. He re- 
mained with the company controlled rat- 
ing interests as manager of the Coving- 
ton, Ky., office, of the Kentucky Inspec- 
tion Bureau, and was active up to within 
a few days of his death. 





VETOES COMBUSTIBLE BILL 





Dewey Says New York Measure Might 
Well Even Bar Lighter Fluid With- 
out a Written Permit 
Governor Thomas E. Dewey of New 
York has vetoed a bill passed by the 
1954 legislature which would prohibit 
storage of any combustible gaseous ma- 
terial in a multiple dwelling except in 
conformity with provisions of a local 
law or ordinance and under authority 
of a written permit issued by a local 
enforcement agency. In stating why he 
has disapproved this measure Governor 

Dewey says: 

“The bill by its terms would take ef- 
fect immediately. It is wholly silent con- 
cerning the problem that would arise 
where no local law or ordinance is in 
effect. In addition, there are many com- 
munities which have not yet established 
a local enforcement agency to adminis- 
ter the provisions of the raultiple resi- 
dence law. 

“Read literally, the bill would prohibit 
the possession of an ordinary can of 
lighter fluid or the storage of an auto- 
mobile in a garage within a multiple 
dwelling if there was gasoline in its tank, 
unless a written permit had been ob- 
tained therefor pursuant to a local law 
or ordinance.” 


Extended Coverage Rates 
Cut 10% in Louisiana 


A reduction in insurance rates on ex- 
tended coverage and windstorm in Loui- 
siana at 10% has been approved by 
the Louisiana Insurance Rating Commis- 
sion through the fire insurance division. 

Thomas H. Schneidau, division chair- 
man, said the reduction went into effect 
April 15. It is expected to result in a 
savings to the insuring public of ap- 
proximately $1,000,000 annually, he said, 
and give Louisiana the lowest rate on 
extended coverage and windstorm of any 
coastal state from Texas through Vir- 
ginia. 

Meanwhile, Mr. Schneidau said a new 
rating schedule of fire insurance rates 
is still under study by the division. He 
said sufficient work may be completed 
so that an announcement can be made 
some time next month. 

The new schedule has been under ad- 
visement since October when it was 
filed with the commission by the Loui- 
siana rating and fire prevention bureau. 


Fort Worth and Austin 
Fire Rates Raised 5% 


Property owners in two major Texas 
cities—Fort Worth and Austin—will have 
to pay 5% more for their fire insurance 
during the coming year as a result of 
new fire rate penalties and credits just 
issued by the Board of Insurance Com- 
missioners to become effective April. 1. 
While many changes were made in the 
standings of the 689 Texas communities, 
most of the larger cities retained their 
current status rate-wise. 

Both Forth Worth and Austin, who 
now enjoy a 10% rate credit, will operate 
during the coming year with a 5% credit. 
Waco, on the other hand, gained 5% 
and now has a 10% credit status. 

The larger cities remaining unchanged 
are: Houston, 10% credit; Dallas, 5% 
credit; San Antonio, 15% credit; El} Paso, 
20% credit; Galveston, 20% credit, a gain 
of 5 points; Beaumont, 15%; Corpus 


Christi, 15%, and Lubbock, 15%. 





HEADS TIS IN NEW ORLEANS 

James C. Kraus, local capital stock in- 
surance executive, has been re-elected 
chairman of the committee of manage- 
ment of the Trained Insurance Special- 
ists at a meeting in New Orleans. Mr. 
Kraus is a partner of Kraus Insurance 
Agency. 

Other officers elected are: John Sin- 
green, owner, Singreen Agency, vice- 
chairman; Bela A. Lynne, president, 
Bela A. Lynne, Inc., secretary; and 
Charles A. Garic, vice president, Charles 
A. Garic Insurance Agency, Inc., 
treasurer. 
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UNDERWRITERS’ LABORATORIES 


Crafts, Fireman’s in” cle. and Smith, 
Royal, New Trustees; Welborn and 
Other Officers Re-elected for Year 





James F. Crafts, president, Fireman's 
Fund, San Francisco, and Clarke Smith, 
U nited States manager, Royal Insurance 
Co., New York, have been elected to 
the board of trustees of Underwriters’ 
Laboratories, Inc., Curtis R. Welborn, 
president of Underwriters’ Laboratories, 
Inc. announces. They succeed H. C. 
Conick, former United States manager, 
Royal, who retired and P. B. Sommers, 
former president, American Insurance 
Co., who retired. 

The trustees, in their regular meeting 
at Chicago, re-elected Mr. Welborn as 
president, M. M. Brandon as vice presi- 
dent, W. S. Austin as secretary, and 
H. F. Duncan as treasurer 

“The support given this enterprise by 
American business and_ citizens, the 
sponsorship, regulatory authorities, and 
government bodies, continues so gener 
ously that facilities for rendering prompt 
service have been inadequate,” said pres- 
ident Welborn. “With facilities now un- 
der construction, much needed relief is 
expected in 1954.” 


Pick-Up Teweke oeieaiaate for 
Major Share of Thefts 


A large part of the current rise in 
truck cargo thefts and hijackings comes 
from losses on local pick-up trucks, 
rather than any material rise in long 
haul vehicle thefts, according to the 
Cargo Protection Bureau, which has 
just released a new list of $400,000 in 
additional cargo thefts previously un- 
reported. : 

“Truck cargo thefts keep on zooming 
upwards,” the bureau says, “with new 
target lines coming into the limelight 
every month—coffee this month, for in- 
stance, as the price for that beverage- 
bean shoots up. Close analysis of recent 
losses re-emphasizes the fact that a 
large part of the rising thefts is ac- 
counted for by pick-up vehicles and 
shipper-owned trucks.” 

The bureau, which is sponsored by 
Babaco Alarm Systems, Inc., and re- 
ceives the cooperation of insurance com- 
panies, trucking and shipping groups, 
law enforcement agencies and others 
interested in theft prevention, says that 
it has long been evident that the re- 
ports of common carriers on cargo thefts 
did not seem to reflect the over-all 
thefts on truck cargoes. This was be- 
cause the common carriers represent 
only a portion of truck transportation. 

“Pick-up vehicles move as much as or 
more than the common carriers, and the 
local hauling is under conditions of 
maximum theft hazard,” the bureau 
commented. “Then, too, shipper-owned 
trucks have been increasing rapidly, 
constantly moving a greater share of 
total tonnage. Total loss reports in- 
clude all types—and these motor vehicles 
other than common carriers make up the 
greater share of the total and every 
month grow larger.” 


White Now Special Agent 


Roland C. White has been appointed 
casualty special agent for the Aetna 
Insurance Group in Arizona, it was an- 
nounced. 

Mr. White had spent six years with 
another insurance company as an under- 
writer and casualty fieldman before 
joining the Aetna Group. A native of 
Oxford, Md., he attended an engineering 
school for two years and then studied 
for another two years in Navy technical 
schools during World War II. Mr. White 
will make his headquarters in Phoenix, 
where he will be associated with Super- 
intendent of Agencies Warren Smith. 


Brokers Urged to Help 
Assureds Cut Truck Thefts 


Brokers may improve relations with 
their assureds by recommending theft 
prevention measures and in so doing 
they will not only help themselves and 
the insurance industry, but will also per- 
form a public service, Jack Seide, presi- 
dent, Babaco Alarm Systems, Inc., told 
the Independent Insurance Brokers As- 
sociation of Brooklyn at a meeting at 
the Hotel Granada, April 26. 

Mr. Seide said that the FBI had an- 
nounced that major crimes in the United 
States reached a record high in 1953 
and are climbing four times faster than 
the world’s population. One major crime 
takes place every four minutes, he said, 
and the FBI Sa that there is an 
over-all increase of G% above crime fig- 
ures for 1952. 

“Truck cargo thievery and hijacking,” 
Mr. Seide said, “is certainly a major 
crime and it is continuing to take a 
larger and larger toll from goods ship- 
ped and delivered in motor vehicles.” 

The Babaco president explained and 
demonstrated the protection that burglar 
alarm systems provide and told the 
brokers that “your shipper and trucker 
assureds will be grateful to you if you 
help them prevent losses and keep their 
insurance costs low rather than resort- 
ing to deductibles and running the risk 
that a “e may be lost if a theft occurs.” 
He said, “the cost of burglar alarm pro- 
tection, ‘for example, is often less than 
the saving of one single carton or pack- 
age from theft.” 
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New York Mariners Club 
Elects Myers as Skipper 


William E. Myers, Commercial Union 
Assurance, was elected skipper of the 
New York Mariners Club, Inc., at the 
dinner meeting April 21 at Fraunces 
Tavern. Others ofticers elected at the 
annual election meeting for the 1954-55 
term are Frank J. Richardson, Talbot 
Bird & Co., first mate; F. A. Gelderman, 
Fireman’s Fund, purser, and Edward A. 
Faust, Atlantic Mutual, yeoman. 

Henry J. Eisenreich, manager, inland 
marine department, Security of New 
Haven, and William E. Lowe, manager, 
inland marine department, Boston Insur- 
ance Co., were elected directors of the 
club. In addition W. LB. Boiton, Marine 
Otice of America, was chosen chairman 
oft the program committee, and Francis 
C. Witham, Home lusurance Co., chair- 
man public reiations committee. Retiring 
Skipper lk. J. Brill ot the Koyal-Liver- 
poot Group, who will continue as a 
member ot the executive conumittee, in- 
stalled the ae" otlicers. 

Howard W. Nugent, manager, depart- 
ment of criminal investigation, Pinker- 
ton’s National Detective Agency, will 
be the speaker at the meeting May 19 
which will be the final dinner meeting 
before the annual outing in September. 
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Two New Interpretations 
Of Marine Definition 


The Committee on Interpretation of 
the Nationwide Marine Definition, of 
which Joseph G. Bill is executive secre- 
tary in New York, has issued Interpre- 
tations 5 and 6 dealing with physicians’ 
and surgeons’ equipment floater and 
floater policy covering in transit and 
for 30 days at location. These interpre- 
tations follow: 

Interpretation No. 5—Physicians’ and 

Surgeons’ Equipment Floater 

“The following inquiry is propounded: 

“Would a doctor’s property such as 
his desk, glass paneled medicine cabinet, 
examination table and inner-office book- 
cases be construed as equipment under 
the physicians’ and surgeons’ equipment 
floater form and proper subject for in- 
land marine treatment or would they 
be construed as furniture and fixtures? 

“The committee is of the opinion that 
the desk and bookcases clearly fall 
within the category of ‘furniture’ and 
do not qualify under Section E 2 (d) of 
the Nationwide Marine Definition; that 
the glass paneled medicine cabinet and 
examination table, which are designed 
for and peculiar to the medical, surgical 
or dental profession, do qualify under 
the said section.” 

Interpretation No. 6—Floater Policy 
Covering in Transit and for 30 Days 
at Location 

“The committee’s opinion was re- 
quested with reference to a policy form 
which covers assured’s property in 
transit and while stored for a period of 
not exceeding 30 days at the assured’s 
warehouse. 

“It is the committee’s opinion that if 
the warehouse is owned, leased or oper- 
ated by the assured, the risk does not 
qualify to be classed as inland marine 
insurance. In other words, the policy 
would be inconsistent with the Nation- 
wide Marine Definition.” 


Overton Nationa! Surety 


Inland Marine Supt. 


Joseph F. Hirschmann, manager of 
the burglary -inland marine department 
of National Surety Corporation, has an- 
nounced appointment of Robert M. 
Overton as superintendent of the in- 
land marine division. Mr. Overton has 
been in the inland marine business as 
both producer and underwriter since his 
graduation from Colgate University in 
1937. He joined National Surety in 
1951 as inland marine representative for 
the Eastern department. 





Stumm Marine Supervisor 
In New Jersey, Long Island 


J. Theodore Stumm has been named 
marine supervisor by the National of 
Hartford Group. Mr. Stumm will assist 
fieldmen and agents in the production 
and handling of ocean marine, inland 
marine and multiple peril business in the 
New Jersey and Long Island areas. 

A seasoned fieldman with a thorough 
knowledge ‘of the marine field, Mr. 
Stumm will make his headquarters in 
Newark, N. J. 


AUCOIN IN CHARGE OF OFFICE 
The Southwestern inland marine serv- 
ice office of the North British Group at 
New Orleans, is now under sole super- 
vision of Special Agent Sidney 
Aucoin, who will service the group’s 
business in Arkansas, Louisiana, Mis- 
sissippi and Texas. 
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E. J. Faulkner Points to 
Extended A&H Coverage 


IN U.S. CHAMBER ADDRESS 


Responds to Rising Tide of Criticism; 
Explains Chamber’s Opposition to 
Federal Reinsurance Plan 


Private health and accident insurance 
now is being extended to many groups 
once considered “uninsurable,” E. J. 
Faulkner, president, Woodmen Accident, 
reported at the United States Cham- 
ber of Commerce insurance and _ social 
security luncheon, 42nd annual meeting, 
held April 27 at the Statier Hotel, 
Washington,. D.C. The title of his ad- 
dress was “Meeting Today’s Need For 
Individual Security — Financing Better 
Medical Care.” 

Mr. Faulkner emphasized that rural 
residents are being reached by small 
group or franchise insurance via farm- 
ers’ cooperative and rural electrification 
districts; age limits for coverage of 
individuals have been pushed upward or 
eliminated, while techniques for insur- 
ing persons with impaired health are 
being rapidly developed. 

“Voluntary accident and health in- 
surance in the United States has made 
an amazing record of service in the 
public interest,” he stated. ‘Today, over 
100,000,000 persons have some form of 
voluntary protection against the costs 
of hospitalization ; over 78,000,000 are 
protected against surgical expense; and 
over 42,000,000 against medical expense. 
In addition, some 42,000,000 employed 
persons have some insurance against 
loss of income due to disability. The 
volume of accident and health insurance 
in force in the United States has multi- 
plied by more than five times since 1941. 
It has grown 33% in the last two 
years alone.” 

Mr. Faulkner further emphasized: 
Today, accident and health companies 
receive over $2% billion yearly for their 
protection. In addition, another billion 
dollars per year is collected by other 
types of voluntary insurers. This 
phenomenal growth in the volume of 
accident and health insurance has been 
matched by continuous betterment in 
the quality of the protection offered. 
In no small degree the acceleration in 
volume has resulted from successive re- 
oe impnovement of the coverage it- 
se 


Responds to Critics of A. & H. 


“In view of this magnificent progress 
of A. & H. insurance, one wonders at 
the rising tide of criticism of this busi- 
ness. It is interesting to speculate on 
the motivation of the critics. We know 
because of the intimately personal na- 
ture of health and health care costs that 
everyone, irrespective of his informa- 
tion or lack of it, has an opinion in 
the matter.” He added that criticism 
of exclusions does not apply to the 
modern accident and health insurance 
contract. There is no “fine print” in 
the policy, he emphasized. “Long stand- 
ing state law has made that impossible. 

“So it is reasonable to assume that 
some criticism stems from the unin- 
formed. It is probable also that there 
are those who sincerely believe in the 
philosophy of the omnipotent state and 
feel that the greatest good of the great- 
est number would be served were govy- 
ernment to assume total responsibility 
for the citizen’s health.” Mr. Faulkner 
said that doubtless there are those in 
our society with a special axe to grind 
who find in flamboyant criticism a way 
to dramatize their own points of view. 

“However,” he continued, “most of the 
interest in accident and health insurance 
(Continued on Page 35 


N. Y. Buyers Hear Panel 
On Property Loss Crime 


FOUR BURNS AGENCY MEN SPEAK 


Prevention and Investigating Methods 
Presented: Three Factors As 
Deterrent To Crime 


An interesting and informative panel 
discussion was conducted by the New 


York Chapter of the National Insurance 
Buyers Association at their monthly 
luncheon meeting held, April 22, at the 
Hotel Martinique, New York, as the 
organization played host to representa- 
tives of the William J. Burns Interna- 
tional Detective Agency. The panel dis- 
cussion concerned the present trend of 
property loss crime in manufacturing and 
commercial fie’ds, prevention and investi- 
gating methods. 

Claude H. Rice, president of the Asso- 
ciation’s New York Chapter, introduced 
the panel moderator, Walter L. Flynn, 
manager, insurance company department, 
Burns Agency. Mr. Flynn has been in- 
vestigating property losses for 28 years. 
Panel members. all Burns Agency men, 
were: John J. Lanning, manager of the 
investigation department; Francis D. 
Murphy, questioned document examiner; 
and William T. Moree, lie detector con- 
sultant. 

Concerning the present trend of crime, 
Mr. Flynn declared that property loss 
crime is on the increase. He cited that 
during the first six months of 1953 auto 
thefts rose 5%; burglary 3%, and lar- 
ceny increased 1%. Many organizations 
have tried to categorize the average type 
of embezzler, he said, but continued 
that in his opinion it is not possible to 
single out a wrong doer by any set 
standard. 

Mr. Flynn pointed out that man’s de- 
terrent from crime rests on one of three 
factors: belief in the commandment, 
Thou Shalt Not Steal; moral strength, 
other than a deep religious belief; fear. 
Financial emergency was cited as the 
chief cause of dishonesty among em- 
ployes. 

Two Steps In Prevention 

Two steps in the prevention of prop- 

erty loss crime were indicated by Mr. 
(Continued on Page 35) 
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i Vhotable 508th, Anniversary 


Here’s an opportunity for our broker and agent friends 
to join with us in honoring the National Casualty Co. of 
Detroit—which we have represented for over 45 years—in 
this, its 50th anniversary year. 


It’s a notable milestone in the history of a company that 
has continuously adhered to sound underwriting principles 
and fair dealing in policvholder and producer relations. 


As one of National Casualty’s largest A. & H. agencies, 
James R. Garrett, Inc., is redoubling its efforts to make 1954 
its biggest production year. We'll appreciate all your help 
in the realization of that ambition. 


JAMES R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ Office 
A. & H. General Agents, NATIONAL CASUALTY CO., Detroit 


REctor 2-4567 


American Independent Re. of Orlando 





Formed With $3,000,000 Capital 


A new reinsurance company, called the 
American Independent Reinsurance Co., 
has been formed in Orlando, Fla., with 
Walter L. Hays, nationally known fire 
and casualty executive, as its president. 
The company, which will reinsure direct 
writing fire and casualty insurance com- 
panies, will start off with a capital of 
$3,000,000. Plans call for operation of 
the company throughout North and 
South America. 

At the stockholders’ meeting held on 
April 20 at its head office in the Ameri- 


dent, Florida State Chamber of Com- 
merce. 

Also J. Herbert Graves, vice president 
of National Old Line Insurance Co. of 
Little Rock who is former Arkansas In- 
surance Commissioner; also vice presi- 
dent, Farmers & Merchants Bank of 
Judsonia, and Pulaski Federal Savings 
& Loan Association director; Walter L. 
Hays, president of American Fire & 
Casualty who also heads American Sav- 
ings Building & Loan Association; past 
president of National Association of In- 





Left to right—Doyle E. Carlton, Tampa; George S. Bradshaw, Orlando; Walter L. 

Hays, Orlando; J. Herbert Graves, Little Rock; Bernard R. Stone, Omaha; Sterling 

Alexander, Des Moines; (insert) Linton E. Allen, Orlando—all directors of newly 
organized American Independent Reinsurance Co. of Orlando 


can Building, Orlando, the following in- 
cluding three former Insurance Commis- 
sioners, were elected to the board of 
directors: 
Prominent Men on the Board 

Sterling Alexander, member of Des 
Moines law firm of Alexander, Ryan & 
Merriman, and former Iowa Insurance 
Commissioner; Linton E. Allen, board 
chairman of First National Bank at Or- 
lando, director, Atlantic Coast Line Rail- 
road Co., and former president, Florida 
Jankers Association; George S. Brad- 
shaw, first vice president and treasurer, 
American Fire & Casualty of Orlando, 
and vice president-treasurer of Ameri- 
can Savings Building & Loan Associa- 
tion; Doyle E. Carlton, ssn of 
Tampa law firm of Mt ibry, Reaves, Carl- 
ton,. Anderson, Fields & Ward, who is 
former Governor of Florida and presi- 


INC. 
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dependent Insurers and of Florida State 
Chamber of Commerce, and director, 
First National Bank at Orlando; Ber- 
nard R. Stone, former Nebraska Insur- 
ance Commissioner who is member: of 
the Omaha law firm of Matthews, Kelly, 
Fitzgerald & Delehant. 

Officers of the company elected by the 
board are as follows: Walter L. Hays, 
president; George S. Bradshaw, first 
vice president and treasurer; Dorothy 
C. de Noyelles, secretary, and Charles 
W. Eady, Jr., comptroller. 


A. & H. Seminar to Feature 
Public Relations Panel 


Public and policyholder relations will 
be stressed in a panel discussion on the 
modern role of the claim department at 
the Bure: iu of Accident & Health Under- 
writers’ individual insurance seminar to 
be held at the Biltmore Hotel, New York 
City, on May 26-27. 

The awareness of public relations in 
claim work will have a special place in 
the addresses of the five- man panel. 
Kenneth C. Berry, Lumberman’s Mutual, 
will give the subject particular emphasis 
in his consideration of adverse claim de- 
cisions on policyholders. 

In treating the expediting of benefit 
payment Gilbert E. Erickson, Travelers, 
will point to the part played by the claim 
department in a company’s over-all pub- 
lic relations program. 

Simplifying the administration § of 
claims through proper selling and selec- 
tion will be the ss of another mem- 
ber of the panel, George F. Monks, New 
York Life. 

Godfrey M. Day, Connecticut General, 
completes the panel foursome with a dis- 
cussion on the right use of limiting pol- 
icy terms and clauses in claim adminis- 
tration. 

Acting as discussion leader of the 
panel will be Douglas N. Morrison, 
Aetna Life. 


J. F. JACKSON PROMOTED 
Continental Casualty has promoted 
John F. Jackson to be assistant mana- 
ger, bond department, of its Texas serv- 
ice offices in Dallas. He was formerly 
an underwriter in the central bond de- 
partment at the home office. 
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Heard Lauds Fire and 
Casualty Public Service 


CITES TWO INSTITUTIONS 
Addresses South Carolina Ins. Day 
Meeting; Explains Industrial & 
Humane Contributions 
Public service institutions in the fire 
and casualty business have developed 
into highly diversified orgs inizations with 
an unbroken record of industrial and 
humane contributions to their credit, 
Manning W. Heard, first vice president 
of the Hartford Accident & Indemnity 
Co., declared April 23 at the Insurance 
Day Meeting in Columbia, which was 
jointly sponsored by the University of 
South Carolina and the South Carolina 

Association of Insurance Agents. 

Citing the Association of Casualty & 
Surety Companies and the National 
Board of Fire Underwriters, the speaker 
said that they help to meet insurance 
problems on an industry-wide basis by 
working in such varied fields as accident 
and fire prevention, claims, research, 
legislation and public relations. These 
institutions, he asserted, are concerned 
with every insurab!e hazard other than 
insurance against life itself. 


In the Public Welfare 


Mr. Heard, who is president of the 
Association of Casualty & Surety Com- 
panies, described the far-reaching func- 
tions of that organization as being in 
the public welfare. 

“The accident prevention department,” 
he said, “operates at the community, 
state and national levels in its fight 
against traffic accidents. In the field of 
industria] safety, it is not content to 
work only on current problems; through 
study and research it is looking into the 
future and the on-rushing atomic age. 
Certainly no safety organization is more 
universally followed and respected than 
the accident prevention department of 
the Association of Casualty & Surety 
Companies; and it would be impossible 
to even estimate the number of lives 
saved and accidents prevented through 
its activities. 

“Now for a word about legislation; 
and that does not mean lobbying. It 
is rare indeed that casualty business 
enters the legislative halls as sponsors 
of legislation, but times are many when 
it must rise up in opposition to bills. 
The nature of the business is such, how- 
ever, that the public interests and our 
interests are kin—it would be difficult 
indeed to serve one without serving the 
other.” 

Referring to the industry’s fight 
against a compulsory automobile insur- 
ance bill in New York, Mr. Heard stated 
that here the public interest and the 
insurance interest were one. The Asso- 
ciation of Casualty & Surety Companies, 
eg ea its law department, provided 

the leadership and organization through 
which the industry joined forces to de- 
feat that dangerous legislation both this 
year and last year. 
Public Relations 

Another Association activity in the 
public interest, the speaker said, is its 
work in the field of public relations. 
Because of the need and demand for 
accurate information at the local level, 
a branch of this department was estab- 
lished in Oklahoma and a public rela- 
tions specialist was added to the Pacific 
Coast staff in San Francisco. These 
offices have proved so successful, he 
said, that the time is not far distant 
when similar offices will be set up in 
other parts of the country. 

Speaking of the National Board of 
Fire Underwriters, Mr. Heard noted 
that it was formed 88 years ago and 
that today it is educational, factual and 
engineering organization whose activities 
are devoted almost entirely to saving 
life, protecting property, serving fire 
insurance companies and their policy- 
holders, and generally contributing to 
the protection and safety of the Ameri- 
can people. 

“Through the initiative effort of the 
National Board’s arson department, most 





3 Zurich-American Safety 
Films Win Award of Merit 


Three safety zone sound slidefilms, 
produced in 1953 by Zurich-American, 
have won the Award of Merit in the 
National Safety Film Contest. 

“Wrong Way Waldo,” selected from 
among sound slidefilms on occupational 
safety subjects, is a fantasy about a 
person who scoffs at safety. “Mind Over 
Motor,” award winner in the traffic and 
transportation field, demonstrates the 
importance of keeping one ’s mind on his 
driving. “Winter Wise,” a winner among 
general safety films, illustrates the spe- 
cial hazards of winter and shows how 
to take sensible precautions against 
them. All three of the films were pro- 
duced for the Zurich by Paragon Pic- 
tures, Evanston, IIl. 

The films are a part of the Zurich- 
American safety zone program, a con- 
tinuous program of safety and health 
education provided as a service to the 
companies’ workmen’s — compensation 
risks. The program also includes safety 
engineering and industrial hygiene serv- 
ice, selective job placement facilities, 
and printed safety education materials. 
The films, in addition to being a service 
feature, are also use promotionally by 
Zurich- American agents. 

The National Safety Film Contest is 
conducted annually by the National 
Committee on Films for Safety, repre- 
senting 22 organizations seeking to im- 
prove public knowledge of accident pre- 
vention measures through visual means. 





HOWELLS NOW SPECIAL AGENT 

The Employers’ Group of Boston 
has announced the appointment of Dan- 
iel W. Howells as special agent for the 
Cape Cod area of the companies’ New 
England department. Mr. Howells has 
been with the Group as senior under- 
writer and special agent in the Spring- 
field area since 1941. 





of the states have adopted a model 
standard arson law under which the ar- 
rest and conviction of arsonists is facili- 
tated,” he declared. 

“Recently this department of the Na- 
tional Board has expanded its activities 
to include the investigation of the type 
of losses covered by inland marine in- 
surance, such as theft, ‘hijacking’ of 
jewels and pilfering. 

“The National Board pioneered in 
promulgating the first building code of 
the United States. Its purpose was to 
encourage safe building construction. It 
is also revised from time to time to 
meet new developments and changing 
conditions. It has been adopted by hun- 
dreds of cities and is used as a model 
in countless others. 

“The great conflagration in Baltimore 
in 1904 demonstrated the necessity of 
a program of inspection of fire hazards 
and the protection of the public. The 
National Board has inspected over 500 
cities of more than 25,000 population 
since then, and inspects and re-inspects 
more than 50 each year.” 


American Insurance Association 


Mr. Heard pointed out that within 
recent months a new voluntary and non- 
profit association has been formed, the 
American Insurance Association. 

“The object of the association,” the 
speaker said, “is to provide for its 
members a forum for the discussion and 
consideration of problems of the insur- 
ance business upon which the consensus 
may be taken without any binding 
effect upon the Association or the mem- 
bership. Membership is by affiliated 
groups of companies and at the present 
time 54 groups of companies represent- 
ing fire, casualty, marine and inland 
marine writers are represented. The 
Association has had its first meeting and 
will have its second very shortly. It is 
hoped that it will serve a very real 
purpose in the airing, discussion and 
possible solution within the law of many 
of the problems common to all these 
companies.” 





REVISE FLA. M.&C.,0.L.T. RATES 


National Bureau Announces Average 
Statewide Reduction of 3% and a 
7% Increase Effective April 26 

Revised bodily injury liability insur- 
ance rates for M. & C. classifications 
and for O. L. & T. area and frontage 
classifications have been recently an- 
nounced for Florida, by the National 
Bureau of Casualty Underwriters. The 
new rates became effective April 26. 

The revisions result in an average 
reduction of approximately 3% in M. & 
C. rates and an increase of about 7% in 
O. L. & T. area and frontage rates. 

The changes in M. & C. rates vary by 
classification and reflect recent experi- 
ence incurred by the carriers. For many 
classifications the rates are reduced or 
remain unchanged ; for other classifica- 
tions there are increases, however. 

While the trend in the cost of settling 
general liability insurance claims was 
generally upward, an average statewide 
reduction could be made in M. & C. in- 
surance rates. Premiums for this form 
of general liability insurance are based 
on payrolls. Since payrolls increase as 
a result of inflationary conditions, pre- 
miums also rise and to some extent 
help to offset increased claim costs. The 
rise in premiums for M. & C. insurance 
contributed to improve the experience of 
the carriers and to make possible the 
average reduction in rates. 

The O. L. & T. classifications affected 
by rate changes are those rated on an 
area and frontage basis. These include 
such important types of buildings as 
stores, hotels, churches, hospitals, clubs, 
restaurants, apartments and tenements, 
boarding or rooming houses, and mer- 
cantile and office buildings. 

The rate changes for O. L. & T. in- 
surance vary by classification and terri- 
tory and reflect recent experience in- 
curred by the carriers for each classi- 
fication and territory. While many rates 
are increased, others are reduced or 
remain unchanged. Premiums for this 
form of general liability insurance are 
calculated on a fixed exposure basis, 
that is, area and frontage. Therefore 
these premiums do not increase auto- 
matically to offset the effect of increased 
claim costs which result from inflation- 
ary conditions. 


INSURANCE BUYERS CENSUS 





Under Auspices of Nat. Insur. Buyers’ 
Assn.; Questionnaire Being Mailed; 
Information To Be Published 
The first attempt at taking a census 
of the larger insurance buying firms of 
the country, has been undertaken by the 
National Insurance Buyers Association, 

Inc. 

A wide range of information about 
these firms of prime interest to the 
trade will be included in the canvass 
Many of the concerns are not only the 
largest policyholders in the nation but 
a number of them carry insurance of 
classifications about which there is little 
known. 

The census was conceived by Burton 
E. Kelley, insurance manager for United 
States Plywood Corp. and the president 
of National Association. It is being con- 
ducted under the supervision of Peter 
A. Burke, association managing director. 

Basis of the census is a questionnaire 
being mailed to a total of 600 firms 
located in virtually every part of the 
country. The first of these were mailed 
on March 9. Already a large volume of 
the completed forms have been returned. 

In addition to making the information 
thus obtained available to other mem- 
bers of the association by direct inquiry, 
for trade purposes, the information will 
be briefed and published from time to 
time in the association’s quarterly. 


PLATE GLASS PREMIUMS 
Net premiums earned by Canada’s 
Federal licensed insurance companies on 
plate glass reached $1,535,283 in 1953 
and net claims incurred totaled $751,207 
for an earned ratio of 48.93%. 





Unsatisfied Judgment 
Insurance Offered 


BELIEVED COMPULSORY ANSWER 


Motorists Mutual Presents Policy as 
Addition to B.I.- P.D. Coverage; 
$5 Per Year Per Car 


A new type of automobile liability in- 
surance, which the firm believes may an- 
swer the dilemma over compulsory au- 
tomobile insurance and _ state-operated 
unsatisfied judgment funds, was. an- 
nounced last week by the Motorists 
Mutual Insurance Co., Columbus, O. 

The coverage is called “Unsatisfied 
Judgment Insurance,” which is being 
made available to Motorists Mutual 
policyholders whose individual cars are 
insured for automobile bodily injury and 
property damage liability. The premium 
will be $5 a year, per car. The new 
insurance works this way: 

The holder of unsatisfied judgment 
coverage sufters bodily injury or death 
in an accident with a car whose owner 
has no automobile liability insurance, 
but is at fault in the accident. The in- 
sured driver sues to recover damages 
for loss to income and protracted hos- 
pital bills and wins a judgment in court. 

The other driver has no personal re- 
sources in money or property with which 
to pay the judgment, nor does he have 
insurance that will pay it. The insured 
driver’s insurance company then steps 
in and assumes the liability and pays 
the judgment. 


$10,000 Limit 


The new Motorists Mutual insurance 
will pay up to $5,000 on one judgment, or 
up to $10,000 on all judgments arising 
out of the accident. 

Motorists Mutual’s president, Carl N. 
Crispin, announced that the new cover- 
age will apply if the policyholder is rid- 
ing in a friend’s car, while walking as a 
pedestrian, or riding a bicycle. Mr. 
Crispin said the same coverage also ex- 
tends to wife and minor children. 

He emphasized that his company is 
pioneering this new approach to the 
“uninsured driver dilemma” after many 
months of research and study, as it did 
automobile medical payments coverage 
in 1938. The firm’s 1938 plan was sub- 
sequently adopted by the auto liability 
insurance industry throughout the 
United States. 

He said the industry recognizes “with 
growing concern” the problem of the 
insured driver becoming the victim of 
the uninsured and financially irrespon- 
sible driver. He added that he has “care- 
fully considered the argument, which, in 
a sense, regards unsatisfied judgment in- 
surance as footing the bill for the unin- 
sured driver. 


Only Practical Solution 


“But of all the possible alternatives,” 
he declared, “I find the unsatisfied judg- 
ment insurance which we have estab- 
lished to be desirable and the only prac- 
tical solution to this difficult problem.” 

Mr. Crispin pointed to a state-operated 
Unsatisfied Judgment Insurance Fund 
as “unrealistic and inherently subject to 
political pressures which are inimical to 
the public interest.” He also asserted 
his opposition, along with that of the 
auto insurance industry and many indi- 
vidual drivers, to compulsory automobile 
liability insurance. 

“Compulsory insurance has not worked 
satisfactorily in Massachusetts,” he said, 
“and has twice failed of adoption in New 
York.” 

The speaker also pointed to Ohio’s 
1953 Drivers’ Financial Responsibility 
Act, which he described as “the practical 
limit to which government itself can go 
in encouraging drivers to insure them- 
selves.” 

He added: “The final solution must 
ultimately come from the automobile in- 
surance industry and Motorists Mutual 
Insurance Co. believes that the solution 
is in the unsatisfied judgment coverage 
which it now offers to its policyholders.” 

he new insurance is being offered 
only to the company’s policyholders. 
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Chicago Insurance Day 
Draws Large Crowd 
THREE-D SALES SKIT A FEATURE 


Ninth Annual Observance Under Simp- 
son’s Chairmanship; Dr.Youngert’s Talk 
on Drive Education Arouses Interest 





Nearly 1,000 turned out for the Chi- 
cago Insurance Day, April 22, which 
consisted of an afternoon of nine smartly 
prepared talks that were delivered on 
an hour glass schedule, plus a skit, “It’s 
3-D for Me,” topped off by a banquet 
that provided. Joe Meek with his first 
audience since winning the Republican 
nomination for U. S. Senator from IIli- 
nois. Mr. Meek has for the past 30 
years had a wealth of friends among 
the insurance community and had a lot 
of important insurance support in the 
campaign. 

Edwin P. Simon of the Critchell, 
Miller agency presided at the banquet 
as president of the Chicago board that 
sponsored this ninth observance of In- 
surance Day. 

Greetings were extended by Insurance 
Director Robert E. Barrett and there 
was a lot of applause for Roger Simp- 
son, chairman of the Insurance Day 
Committee, and W. W. Krom, manager 
of the board. Each year the attendance 
has increased and the performance has 
been improved. 

Roy L. Davis Moderator 

With Roy L. Davis, Chicago manager 
of the Association of Casualty & Surety 
Companies as moderator, an automobile 
forum was conducted. Special interest 
was taken in the talk of Dr. Eugene 
Youngert, superintendent of the Oak 
Park High School, on the driver educa- 
tion program in that institution. This 
centers on the use of the celebrated 
Aetna Casualty & Surety’s “Driver- 
trainer.” The only other place in which 
this is in operation is a Brooklyn, N. Y., 
secondary school specializing in automo- 
tive training. That is more in the nature 
of a laboratory test whereas the Oak 
Park program is a full scale adoption of 
the plan. It is going to be watched with 
the utmost attention. 

Dr. Youngert said the problems of the 
young driver do not come from his in- 
ability to manipulate the car but due to 
his failure to exercise judgment. Oak 
Park, he said, therefore, decided to pur- 
sue the study of the judgment factor and 
he said a year and a half ago he became 
convinced that Aetna had gotten at the 
core of the matter in dramatic, effective, 
practical style. 

At first, he said he was ashamed that 
such a fine idea and equipment had been 
developed by an insurance company 
rather than through educational chan- 
nels. But he has learned, he said, that 
insurance companies are magnificent 
educational institutions. 

The Oak Park program includes first 
a large laboratory area where are taught 
the signs, laws and rules of the road 
and where the physical skills of the 
students are tested, including speed re- 
action, depth perception, periphery of 
vision, etc. 

Aetna “Drivertrainer” 

Secondly, there is the Aetna “Driver- 
trainer.” This is the equivalent of 15 
autos from the driving seat forward. 
This is an electrical circuit system and 
the high school master electrician can 
handle any problem that arises on it. 
There are 22 films that are tied into it. 
This introduces intricate experiences of 
judgment and handles them well, he said. 
There are 1,006 judgment situations in- 
volved. The performance record flows 
through a tape showing what the drivers 
are doing. This tape can be reviewed 
with each student and faults analyzed. 

“If we can’t teach attitudes leading to 
the formation of judgment,” Dr. Young- 
ert said, “then we should quit teaching 
altogether.” Needless to say he is optim- 
istic. He said he is blessed with a board 
of education that is sympathetic to ex- 
periment. 

Thirdly, Oak Park has the parents 
agree to give the student eight hours 


of instruction in the family car and 
keep a log and the school directs how 
the instruction shall be given. 

With the aid of gear shift cars sup- 
plied by dealers the students make their 
transfer from the “Driver trainer” to 
the road and the transition is easy. 
Finally, the state examiners go to the 
high school and conduct the examina- 
tion for license. 

Dr. Youngert expressed the belief that 
this is the best driver education program 
anywhere in the country today. 

Cartwright on Compulsory Insurance 

Another highlight of the Chicago I- 
Day observance was a speech on com- 
pulsory automobile insurance given by 
Levering Cartwright, insyrance jour- 
nalist, who argued that the insurance 
industry’s opposition to this proposed 
law coincided with the public interest 
and because of such, every insurance 
man should hold his head high in con- 
sideration of this debate. 

“He should not feel shamefacedly that 
he is opposing what he inwardly feels 
the public should have. His conscience 
does him wrong if he has any reserva- 
tions along this line.” 

In this connection, he pointed out that 
“the foremost dread of the insurance 
people is the consequence of the argu- 
ment for which compulsion creates a 
bed to effect that ‘What the state pre- 
scribes let the state provide.’ In other 
words it raises the fatal specter of a 
state fund. To the public, at first blush, 
this antipathy to having customers legis- 
lated into your laps is a paradox. But 
you well know that this could very well 
be a case of Greeks bearing gifts. 

“However, you can’t ask the public 
to kill this snake for the sake of having 
your skin. It isn’t enough to say to the 
public that such a law is certain to be 
wrong because after 50 years or so of 
motoring in this country there is only 
one state—Massachusetts—which has 
enacted such a law and this was done 27 
years ago. It is a good argument, but 
it is not annihilating, to say that there 
must be faults in such legislation that 


do not meet the eye when it is realized 
that this has been given the fullest con- 
sideration repeatedly in state after state 
for 30 years or so. 

A Cantankerous Issue 

“What I feel is annihilating, as being 
antagonistic to the public interest, is the 
fact that compulsory insurance inserts 
into the political blood stream of a state 
a cantankerous issue. It is dust for poli- 
ticians to throw to deflect public atten- 
tion from real issues that ought to be 
ventilated. It creates the opportunity for 
unfair attack on political adversaries. It 
is a handy rag for agitators to shake 
at any moment. It has a substantial 
pocket book effect and it is used to 
obscure real issues and to inflame pas- 
sions and in general cause friction in the 
democratic process.” 

Mr. Cartwright mentioned that while 
he was trying to formulate this concep- 
tion in written words, a live example 
came to him. It was in the form of a 
dispatch from Boston with an April 11 
date line in the Journal of Commerce. 
This read in part: 

“Political expediency will soon kill the 
age-and-use classification plan for com- 
pulsory automobile insurance rates in 
Massachusetts, informed state house 
sources predicted today. The insurance 
committee of the legislature is ready to 
give a favorable report to legislation to 
forbid the Insurance Commissioner to 
base rates on age of driver.” 

In the light of the aforementioned, he 
commented: “There is no respectable 
word that expresses what ought to be 
said of the accusation that the age and 
use plan is a “Republican 60% surtax on 
youth.” 

Predicts Impoundment Laws 


Before closing, he predicted “that 
more and more is going to be heard of 
car impoundment and that even if these 
other features are kept in the ‘study’ 
state for some time you may see im- 
poundment statutes enacted. That would 
provide a flesh and blood test in the 

(Continued on Page 34) 
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Hold Up-State Meetings on 
N. Y. Comp. Claim Methods 


Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Board, last week listed five upstate cities 
in which conferences will be held on the 
new procedures, inaugurated recently, 
for the processing and payment of work- 
men’s compensation claims. A sixth con- 
ference will be held in New York City 
at a date and place to be announced 
shortly. 

The five upstate conferences will take 
place as follows: May 5—Buffalo, Hotel 
Lafayette, 9:30 a.m.; May 6—Rochester, 


Monroe County Medical Society Build- 
ing, 9:30 am.; May 10—Binghamton, 
Hot~! Arlington, 9:30 am.; May 12— 
Syi .¢, Hotel Syracuse, 9:30 a.m.; 


May 14—Albany, State Education Build- 
ing, 9:30 a.m. 

In the announcement, Miss Donlon 
declared that the meetings are being 
held throughout the state to acquaint 
employer associations, labor unions, 
medical societies, bar associations, pub- 
lic officials and other interested parties 
with the new procedures and rules de- 
veloped by the State Workmen’s Com- 
pensation Board for hearing and deter- 
mining claims and for payment of com- 
pensation. 


Pitts New Atlanta Manager 

William E. Pitts, manager of the At- 
lanta branch of the Fidelity & Deposit 
Co. and the American Bonding Co., 
completed 25 years with those compa- 
nies on April 22. 

Mr. Pitts has been associated with the 
Atlanta branch of the F. & D. and its 
affiliate since 1932, when he was ap- 
pointed assistant manager there follow- 
ing three years as a special agent con- 
nected with the organization’s New Or- 
leans office. He became associate man- 
ager of the branch in June, 1947, and 
was named manager in December of the 
same year. 

Mr. Pitts is a native of Montgomery, 
Ala., and was educated at the Uni- 
versity of Alabama and at the United 
States Naval Academy. 


National Surety Award to 
Des Moines Branch Office 


President Ellis H. Carson presented 
the coveted National Surety Shield to 
the Des Moines, Iowa, branch of the 
company at a luncheon for the Des 
Moines staff on April 20. The shield is 
in annual competition among National 
Surety’s branch offices. 

The contest is based on production of 
profitable lines of business and on loss, 
expense and premium collection ratios. 
Since it recognizes five offices, an- 
nouncement was made in a telephone 
conference hookup in which President 
Carson and all winning managers par- 
ticipated. 

Second place was won by St. Louis, 
Mo.; third by Milwaukee, Wis.; fourth 
by Newark, N. J.; and fifth by Atlanta, 
Ga. A suitable certificate has been pre- 
sented for display in each of these 
offices. 


Comp. Procedure Discussed 

Workmen’s compensation practice and 
procedure before the National Labor 
Relations Board were discussed at a 
seminar at the University of Minnesota 
April 24 in Minneapolis. The meeting 
was sponsored by the section on labor 
and social security law of the Minnesota 
State Bar Association. 

The 1953 amendments to the work- 
men’s compensation law were reviewed 
by William D. Gunn, St. Paul, secretary- 
treasurer of the Minnesota Federation of 


Labor. John A. Goldie, Minneapolis at- 
torney, and Arvid Falk, Minneapolis, 
discussed preparation and trial of a 


workmen’s compensation case. 


ESSO SAFETY FOUNDATION 

Reactivation of the Esso Safety Foun- 
dation, after a lapse during the war 
years, to support and promote research 
and education in street and highway 


safety was announced recently. 
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Winning Agencies in 
IAC’s Competition 


WOOD AGENCY GETS TOP AWARD 





Other Winners Announced in Five Pre- 
mium Volume Classes; To Present 
Awards at Annual Meeting 

Winners have been announced in. the 
1954 “use of advertising” competition of 
the Insurance Advertising Conference 
conducted among insurance agencies and 
brokers nationwide. The grand award, 
a bronze statuette, was won by Thomas 
E. Wood, Inc. of Cincinnati, and its ex- 
ecutive vice president, L. C. Graham, will 
attend as a guest the IAC’s annual meet- 
ing June 13-15 at Montauk Manor, L. L, 
to receive the prize from Walter M. 
Sheldon, NAIA immediate past presi- 
dent. The board of judges were unani- 
mous that the Wood agency’s exhibit 
represented “the best and most complete 
approach to the public, involving all 
media, in presenting fire-casualty imsur- 
ance and local agency services” among 
the over 50 entries received in the con- 
test. 

In the five divisions, based on premium 
volume, set up by IAC in conducting this 
contest, the winners were as follows: 

Class 1 (less than $25,000)—Raymond 
Denomme, Danielson, Conn. Honorable 
mention—David I. Checkoway, Newbury- 
port, Mass. and Ferguson Insurance 
Agency, Sheridan, Ind. 

Class 2 ($25,000 to $50,000)—Thompson 

Insurance Agency, Wrens, Ga.. Honor- 
able mention—Ludwig F. Stoor, Crystal 
Falls, Mich.; F. A. Kandutsch, Park 
Falls, Wisc.; Marshall Paris Agency, 
3othell, Wash.; Len Eckman, Pitman, 
N. J. 
Class 3 ($50,000 to $100,000) — Herb 
Velser Insurance Center, West Allis, 
Wisc. Honorable mention—Chas. H. 
Weinbaum Agency, Beaumont, Tex.; 
Zean Gassmann, Olney, Ill.; Jack Safley, 
Temple, Tex. (the 1953 grand award win- 
ner); Berry Insurance of Kentucky, 
Murray, Ky.; Tom Bartlett, North Balti 
more, Ohio. 

Class 4 ($100,000 to $250,000)—Roger 
Clarke, Fredericksburg, Va., whose 
agency won in this division last year. 
Honorable ee F. Sharp & 
Son, Bridgeton, N. J.; Julian B. Hopkins, 
Columbus, Miss., and Bob Kraus Insur- 
ance Agency, West Milton, Ohio. 

Class 5 (over $250,000)—Latham-Stev- 
ens Co., Harrisburg, Pa . Honorable 
mention—Dawson. & Feek, Inc., Seattle; 
Norman Hobart, Kansas City, Mo. 

There was no winner among agent’s 
associations or local boards, which had 
been set up as a special class. 

JAC’s annual meeting program is now 
complete with acceptance by Ellis H. 
Carson, president, National Surety Corp., 
of IAC’s invitation to be the banquet 
speaker. 


Chicago I- Day 


(Continued from Page 33) 


United States of that approach to the 
problem which has been tried in certain 
Canadian provinces with good report. 
“Also I am wondering whether there 
may not be developed, even without the 
benefit of enabling legislation, the sale 
of what at Lloyd’s is called ‘comple- 
mentary’ insurance covering the in- 
sured’s inability to recover damages and 
costs in any legal action for bodily in- 
juries sustained by the insured by rea- 
son of the contact of his person by any 
mechanically propelled vehicle.” 

In conclusion, Mr. Cartwright de- 
clared: “There are only 4% of the 
motorists in New York that are not in- 
sured and in 1952 there were only 654 
unsatisfied judgments in that state. In- 
surance people are not preaching a 
counsel of imperfection but they have 
good reason to be proud of the great 
progress that has been made in the way 
of causing third party liability insurance 
to be accepted and on their record they 
deserve to have their counsel heeded on 
what the future course ought to be.” 





18 COS. FACE N. Y. SUIT 





Would Force Return of $29,000,000 in 
DBL Money to Employers; Bohlinger 
Being Pressed to Issue Order 
A suit was filed this week in the New 
York Supreme Court by David Drechs- 
ler, counsel for the hotel and clothing 
industries and for other large employers, 
to compel 18 life and casualty insurance 
companies to pay back some $29,000,000 
in special premiums collected from em- 
ployers and union-management welfare 
funds under the state disability benefits 

act. 

At issue is the right of the companies 
to retain the money collected so as to 
build up a reserve for disability benefits 
to the sick and injured, which money, 
it is said, the companies have not paid 
into the state fund set up for that pur- 
pose. Labor interests point to “stagger- 
ing accumulation” of reserves by the 
companies. Their concern is that for 1954 
“an assessment might be necessary.” 

Urged by the labor interests to take 
independent action, Superintendent of 
Insurance Alfred J. Bohlinger may issue 
an order halting further collections by 
the companies. He is also considering 
whether he should authorize a refund of 
the sums already collected. 

The companies contend that their pre- 
mium charges for DBL were made in 
strict compliance with Mr. Bohlinger’s 
instructions, the Superintendent having 
been concerned over the possibility that 
the sickness fund might be subject to 
heavy drain in period of widespread un- 
employment. As a safeguard he had di- 
rected the companies to make a special 
charge of one-tenth of 1% of payrolls 
in 1950 and 1951, eight-one hundredths 
of 1% in 1952 and one-twentieth of 1% 
in 1953. 
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Assn. of Casualty & Surety 
Cos. Annual Meeting May 11 


The 26th annual meeting of the Asso- 
ciation of Casualty & Surety Companies 
will be held on May 11 at the Waldorf- 
Astoria Hotel, New York City. 

Officers as well as members of the 
executive committee will be elected and 
annual reports will be submitted by J. 
Dewey Dorsett, general manager, and 
by Ray Murphy, the association’s gen- 
eral counsel. 

Statements will be delivered by the 
retiring president, Manning W. Heard, 
first vice president, Hartford Accident 
& Indemnity, and by the newly elected 
president. The business meeting will be 
followed by a reception and luncheon. 


SELDEN NAMED TRUSTEE 

Lynde Selden has been elected to the 
board of trustees of American Surety 
Co. of New York, it has been announced. 
Mr. Selden is vice chairman of the 
board of American Express Co. and a 
director of the Chase National Bank 
of New York, Otis Elevator Co. and 
Underwood Corp, ete. 
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FIRE INSURANCE WILL 
TAKE CARE OF PROPERTY 
LOSS... BUT HOW 
ABOUT THIS OTHER LOSS? 











Interruption 


of EARNINGS! 


Until the property can be replaced, after a fire, 





It’s Wise 
to Centralize 





windstorm, or other insured peril, expenses 
continue—payrolls—office maintenance and 
other expenses. With earnings STOPPED, this 
continuing outlay is a dead loss, unless 
reimbursement is provided for by a 


CENTRAL SURETY 


Business Interruption 
POLICY 


Every alert insurance buyer should and can be 
interested in this vital protection. Many only 
need to have the protection explained to them. 
Business Interruption Insurance may be the 
difference between STAYING in business or 
being OUT of business. 


CENTRAL SURETY AND INSURANCE CORPORATION 
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N. Y. C. COMPTROLLER REVERSED 





N. Y. Supreme Court Holds Insurance 
Companies’ Investment Income Not Sub- 
ject to Tax Under City’s Tax Law 
The Appellate Division, First Depart- 
ment, of the New York Supreme Court 
this week held that the investment in- 
come of an insurance company is not 
subject to tax under the New York City 
General Business and Financial Tax 
Law. This unanimous decision, rendered 
April 27, by the Court in Matter of 
American Surety reversed a determinatin 
by the New York City Comptroller. 
While the case directly involves a cas- 
ualty insurance company, it has enlisted 
the interest of the casualty and surety 
industry. Also, the Life Insurance Asso- 
ciation of America has filed an amicus 
curiae brief which urged the invalidity 
of this tax on the investment income of 

all insurance companies. 

On June 1, 1950, without any amend- 
ment to the enabling act, local law or 
his own regulations, the Comptroller 
issued a bulletin stating that interest and 
dividends from securities, interest on 
bank deposits, and profits from the sale 
of securities received by all insurance 
companies were subject to tax. 

_After issuance of this bulletin the 
Comptroller assessed a tax deficiency 
against the American Surety for the 
period July 1, 1946 to June 30, 1950. 

In reversing this determination, the 
Supreme Court held “the tax imposed 
by the Comptroller is invalid in its en- 
tirety,” and rejected New York City’s 
contention that such income was _ not 
“income from the business of insurance.” 
The court also rejected the City’s argu- 
ment that, if the income from such in- 
vestments were not taxable at the finan- 
cial rate, it was taxable at the general 
business tax rate. 


Ask Special Session for 
Second Compulsory Law Try 


A request to New York State Goy- 
ernor Dewey to convene a special ses- 
sion of the Legislature so that the de- 
feated compulsory automobile insurance 
bill might again be considered was made 
this week by Democratic Assemblyman 
Daniel M. Kelly. 

In his letter made public, Mr. Kelly 
asserted to the governor that “it is im- 
perative to provide a means whereby my 
colleagues in the Senate and Assembly 
who failed to support this bill will have 
an opportunity to reconsider their posi- 
tion, especially since they have had addi- 
tional time to study public reaction and 
the merits of the proposed legislation.” 


Bi Bil 
(Continued from Page 17) 


of all concerned by way of providing 
greater benefits when they are most 
needed, avoiding small claims which may 
be budgeted for and, also of importance, 
preventing many prevalent abuses. It was 
brought out at the conference that the 
company anticipates another good year 
in the Group Disability field and it is 
gradually spreading its ffield forces to 
new locations as fast as trained, capable 
manpower can be provided. 
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Faulkner Address 


(Continued from Page 31) 


today, resides in those who are genu- 
inely concerned that the voluntary way 
may prevail and who are anxious for 
its perfection. 


Signs of Incompletion 


“To these friendly critics let us sug- 
a as Henry S. Beers, vice president 
Aetna Life, has done, that the only 
hea aspect of the situation today 
is the tendency of some people to see 
in progress only signs of incompletion. 
Those who think that if a thing is good 
it should be provided now to every- 
one, do not understand the basic truth 
that human progress must needs be 
unending.” 

“What are the criticisms that have 
been directed at accident and health 
insurance?” asked Mr. Faulkner. He 
said that it has been said that the indus- 
try does not serve the rural risk, those 
in impaired health or of the older ages. 
It has been asserted, he continued, that 
when the coverage is most needed it is 
withdrawn by cancellation. 

“Cancellation or discontinuance of in- 
surance by the company has been at- 
tacked despite industry-wide surveys 
which show that the over-all frequency 
of discontinuance of coverage by the 
insurer is less than one-half of 1%. The 
fractional percentage is made up for the 
most part of understandable and rea- 
sonable causes for discontinuance, in- 
cluding expiration of policy age limits, 
termination of the policy by full payment 
of benefits, agency expiration, over-in- 
surance, demonstrated moral hazard of 
consequence, misrepresentation in mak- 
ing application for insurance, or marked 
deterioration of the risk. 

“In most existing coverage the insurer 
has no right to terminate the protec- 
tion as to an individual either because 
the insurance is written on a group basis 
or is guaranteed renewable to a specified 
age. Criticism of exclusions and limita- 
tions does not apply to modern accident 
and health insurance contract.” 


Insurers’ Reaction to Attacks 


Mr. Faulkner emphasized that despite 
the lack of justification for much criti- 
cism leveled at accident and _ health 
insurance, insurers do not take these 
attacks lightly. They recognize the 
necessity for continuing improvement, 
he said. “They know that future success 
depends on it.” 

In this connection, he said that the 
insurers “understand that there is no 
force for improvement as effective as 
open, free, and keen competition. Such 
competition stimulates experimentation 
and research. Experimentation is pos- 
sible only when insurers are spared the 
incubus of governmentally imposed 
standard policy forms and bureaucrati- 
cally regulated premium rates. 

“It may well be said also that in the 
good old-fashioned American way, acci- 
dent and health insurance has_pros- 
pered and served well because it has 
had the twin inspiration of a desire to 
serve and a desire to make a profit. It 
is of little importance whether that 
profit accrues to the benefit of stock- 
holders in a proprietory institution or is 
returned to the policyholders of a mu- 
tual enterprise. The profit motive is 
important to the field force, stimulating 
selling effort, and to management as a 
measure of its competence.” 

In relation to the problem of financing 
better health care costs in respect to 
noninsurables, Mr. Faulkner stressed 
that the insurance business is develop- 
ing its technique of substandard un- 
derwriting, reducing the number of 
impaired risks ineligible for insurance. 


Considering the problem of the _ indi- 
gent, he asserted that their needs are 
real and must be met. He suggested 
that this can be done in the future as in 
the past by voluntary insurance and 
assistance from public funds. 


U.S. Chamber’s Position 


In conclusion, Mr. Faulkner paid trib- 
ute to the United States Chamber which 
“through its statement of policies, has 
provided a sound platform from which 
to derive a sound definition of the roles 
of the individual, the insurer, and gov- 
ernment.” 

He pointed out that the National 
Chamber had presented testimony in 
opposition of the Administration’s health 
program concerning the proposal for the 
establishment of a Federal health re- 
insurance scheme. “The Chamber pointed 
out,” said Mr. Faulkner, “that a Fed- 
eral health reinsurance scheme, un!ess 
it were to be an instrument for sub- 
sidizing the health care costs of the 
indigent, could contribute nothing to 
the spread of private insurance. 

“Since there is no crisis in the field; 
since reinsurance would add nothing to 
the present rapidly expanding and 
successful private system and the estab- 
lishment of the Federal health reinsur- 
ance service would tend toward subsidi- 
zation and concomitant Federal control, 
the Chamber opposed the proposal. This 
position was taken at the risk of criti- 
cism and misunderstanding but in keep- 
ing with the Chamber's belief that it is 
a first duty of good citizenship to be 
forthright and to make available to 
government the benefit of informed 
opinion. 


What Government Can and Should Do 


“In the evolving pattern of financing 
health care costs there is much that 
government can and should do besides 
providing needed assistance funds. It 
can and has wisely encouraged the 
expansion of voluntary insurance by 
giving income tax deductibility to pre- 
miums paid by employers on group in- 
surance. It can provide individual incen- 
tive to secure adequate protection by 
extending income tax deductibility to 
accident and health insurance premiums. 
Government alone can carry on a sound 
and progressive public health program. 
It can encourage research to determine 
the cause and cure of the diseases that 
ravage mankind. It can support the 
construction of health care facilities 
where they are needed. Above all, gov- 
ernment can work assiduously to main- 
tain high living standards and substan- 
tially full employment which, far more 
than health care itself, sustain good 
health. By maintaining a prosperous 
economy, government can assure an 
adequate income from which the indi 
vidual can finance his own health care 
costs through voluntary insurance.” 

Finally, Mr. Faulkner said: “As the 
pattern of financing the health care 
costs of the future is hammered out, 
not the least of our responsibility as 
businessmen and insurers is to clarify 
the nature of the problem and coura- 
geously to lead the American people to 
an adult point of view; to an under- 
standing that there is no quick and easy 
way to finance health care costs; that 
society cannot legislate a solution ; and 
that the only security is earned security 
which is the fruit of hard work and 
personal providence. Health care costs 
can be financed without violence to the 
fundamental concepts of the American 
way of life. The role of the insurance 
companies in this future pattern will be 
one of expanding usefulness as America 
adheres to sound economics generally 
and permits free rein to the ingenuity, 
resourcefulness, and dedicated spirit of 
keenly competing voluntary insurers of 
all kinds.” 





Equitable, la., Meeting 


(Continued from Page 15) 


ranking annual recognition given by the 
company to any of its career field un- 
derwriters. 

Frank L. McCormick, CLU, general 
agent Des Moines, was presented as 
the winner of the 1954 Master Agency 
Builder award, the highest recognition 
accorded by the company to any of 
its general agents. Mr. McCormick had 
previously qualified for the Master 
Agency Builder award in 1950. 

Individual recognition was accorded to 
33 members of the company’s One-A- 
Week Club, who had attained major 
One-A-Week Club anniversaries since 
the occasion of the company’s sectional 
conventions of 1953. These major One- 
A-Week Club anniversaries ranged in 
length from 200 weeks to 1,300 weeks. 
The average period of consecutive week- 
lv production of the 33 One-A-Week 
Club award winners was in excess of 
10 years. 

Five women career field underwriters 
of the Retaress ery were individually recog- 
nized at the Monday evening banquet. 
The five women club members were: 
Ethel M. Wood, CLU, ‘Cleveland, Presi- 
dent’s Club; Leola A. Zavodsky, Cedar 
Rapids, President’s Club; Dorothy A. 
3oland, Cincinnati, Agency Club; Mrs. 
Bertha S. Brock, Oklahoma, Agency 
Club, and Mrs. Edna A. Webb, St. 
Louis, Agency Club. 

Field underwriters addressing the joint 
meetings of Monday and Tuesday in- 
cluded: W. F. Alexander, Nashville; W. 
G. Miller, Jr., Pittsburgh; M. E. Wright, 
Detroit, and J. E. Curley, San Francisco. 
In a panel discussion, moderated by J. 
E. Rice, assistant superintendent of 
agencies, R. R. Paul, Waterloo, T. R. 
Clemens, Chicago, and M. G. Van- 
Schelven, Grand Rapids, participated. In 
a second panel, under the direction of 
S. A. Swisher, CLU, assistant superin- 
tendent of agencies, V. E. Smith, Eau 
Claire, E. H. Soper, Davenport, and 
J. M. Utter, Seattle, participated. 


Some of Speakers Heard 
In addition to Mr. Hubbell, Mr. Fuller 


and Mr. MacKinnon, addresses were 
made before the joint meetings of Mon- 
day and Tuesday by E. E. Cooper, as- 
sistant agency vice president, and J. H. 
Windsor, financial vice president. 

\ meeting of the members of the 
President’s Club was held Wednesday, 
April 28, under the direction of 


C. O. DuBois, assistant superintendent 
of agencies. Addressing the members 
of the President’s Club were R. 


Schmidt, CLU, Harrisburg, and F. S. 
DeBernardi, Oklahoma City. Featured 
in the President's Club conference was 
a panel moderated by Mr. DuBois, 
wherein the participants were the fol- 
lowing field underwriters of the com- 
pany, each of whom paid for more than 
one million dollars of life insurance with 
the Equitable Life of Iowa during the 
1953 calendar year: E. F. Fendt, Chi- 
cago; R. H. Sheldon, Los Angeles: Cc. 
P. Spahn, Chicago; T. R. Hawkins, 
Detroit; C. J. Amstutz, CLU, Youngs- 
town, and W. F. Alexander, Nashville. 
Members of the Organization Club 
met in conference on brs ver under 
the chairmanship of J. Ward, super- 
intendent of agencies. RL O. Nelson, 
general agent in Chicago, current chair- 
man of the company’s General Agents 
Advisory Council, reported on Advisory 
Council-Company interests and activities 
of the year. Cooper, assistant 
agency vice president, served as mod- 
erator for a recruiting panel in which 
the following general agents partici- 
pated: F. A. Smart, Detroit; ‘C. T. John- 
son, Grand Rapids; W. J. Ondrejcka, 





N. Y. Buyers Panel 
(Continued from Page 31) 


Flynn. These are as follows: 1. remove 
temptation—make surprise audits part of 
the routine. 2. interest by the personnel 
manager in the problems of the em- 
ployes. 

In regard to the prosecution of all 
those who commit thefts, no matter how 
small the amount, Mr. Flynn stated that 
two distinct benefits are derived from 
such action: 1. it reduces the frequency 
of thefts because it serves as an ex- 
ample to others; 2. criminal prosecution 
has given more salvage to the company 
and the obligee. 

John J. Lanning, investigation depart- 
ment manager, gave a demonstration of 
the latest techniques used by his agency 
in the detection of theft. Mr. Lanning 
exhibited marked money and with the 
use of an ultra violet ray lamp, he 
showed the results of crayon, ink and 
powder markings which are so effective 
in the identification of stolen articles. 
He explained that these methods are 
used according to the surface of the 
object to be marked. 

Two Signature Checks 

A former New York Police Department 
handwriting expert for more than 20 
years, Francis D. Murphy, questioned 
documents examiner, answered inquiries 
concerning the advisability of using a 
two signature in preference to the ordin- 
ary single signature check. Mr. Murphy 
agreed that the two signature endorse- 
ment was a greater safeguard as the 
intended forger has an added difficulty. 
However, he pointed out that many 
problems arise in the present day from 
the raising of the check’s amount by 
forgery rather than the direct forging 
of the signature. 

William T. Moree, lie detector consult- 
ant, in answer to many questions re- 

garding his technical skill, explained that 
court evidence concerning lie detector 
tests are accepted widely throughout the 
United States. The United States Su- 
preme Court has recently accepted such 
evidence, he said, and explained that 
Military Courts have condoned such evi- 
dence since 1948. However, he cautioned, 
where such opinion is ‘accepted, the 
accused cannot be convicted solely on 
such evidence. 


SPECIAL AGENT IN IN BEAUMONT 

Jack Coghlan, who for some 20 years 
has been East Texas special agent for 
General of Seattle, has been appointed 
special agent in Beaumont for Insurance 
Co. of Texas. 





CLU, Sacramento, and H. L. Gunders- 
dorff, Newark. W. O. Purdy, asso- 
ciate medical director, and Mr. Ward 
also addressed the members of the Or- 
ganization Club. 

The final business session of the Or- 
ganization Club was conducted Thurs- 
day April 29, under the direction of 
Mr. Cooper. A _ special discussion on 
Training of New Men was conducted by 
Mr. Ward with the assistance of the 
following general agents; . McCor- 
mick, CLU, Des Moines; H. O. Nelson, 
Chicago; A. N. Caines, CL U, Waterloo, 
and M. R. Wallis, CLU, Philadelphia. 
This final conference of Organization 
Club members was adjourned following 
an address by Ray E. Fuller, agency 
vice president. 

There were 48 in attendance at the 
traditional breakfast of the company’s 
Chartered Life Underwriters held Tues- 
day, April 27. The company will con- 
duct a series of three sectional conven- 
tions during April and May, 1955. The 
next biennial convention will be held 
in Chicago in April, 1956. 
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Hunter-Coleman Analysis Shows Blue 
Shield Surgical, Medical Claims Rise 


The number of surgical and medical 
claims has been rising materially under 
Blue Shield during the past four years. 
Today, the surgical and_ in-hospital 
medical claims are at a rate one-fourth 
higher than that in 1950 while the out- 
of-hospital medical claims are almost 
50% higher. 

This trend is shown in a detailed an- 
alysis of the claim experience of United 
Medical Service, Inc., of New York, 
made by Dr. Arthur Hunter, noted 
actuary who is a former vice president 
and chief actuary of New York Life, 
and James F. Coleman, president of 
UMS. This analysis was presented as a 
formal paper at the meeting of the 
Society of Actuaries, which opened April 
29 at Atlantic City. It was brought 
out that the UMS plan now covers 
over 3,000,000 persons in the New York 
metropolitan area, compared with 79,000 
in 1944. 

It is shown by the study that the num- 
ber of claims per 1,000 member months 
was 8.6 in 1953, compared with 7 in 1950 
under surgical expense contracts; under 
the general medical contracts, the claim 
rate in 1953 was 117.7, compared with 
798 in 1950. The rise had been main- 
tained steadily through the four years. 

Per Member Claim Cost 

At the same time, the per member 
claim cost had risen at approximately 
the same pace. Under the surgical plans, 
the cost per 1,000 member months was 
$545 in 1953, compared with $432 in 
1950. Under the general medical con- 
tracts, the corresponding figures were 
$1,579 in 1953 and $980 in 1950. 


It also was shown that the claim 
rate rose materially among those with- 
drawing from the group contracts, but 
keeping their coverage on an individual 
basis. The group contracts account for 
85% of the UMS enrollment, but all 
arabe Sees have the privilege of continu- 
ing protection after they leave the 
covered group. Those leaving a general 
medical group must drop out-of-hospital 
medical benefits. The claim rate for 
those who had left group plans ran 
consistently and_ substantially higher 
than the rate for the group members. 

The claim rate is also shown to rise 
with the increase in age. 


Effect on Medical Economics 


“The existence of hospital, surgical 
and medical expense insurance has an 
automatic effect on medical economics 
in gener ral,’ the Hunter-Coleman paper 
said. “There are clear indications that 
the rapid growth in these forms of 
protection has. resulted in a steady up- 
trend in incidence of claims as the 
subscribing public becomes educated to 
the full benefits available.” 

The paper also cautions that, since 
there has been no economic depression 
since the Blue Shield Plans have been 
in existence,” it behooves them, there- 
fore, to lay aside adequate reserves to 
meet the increased claim ratios which 
will surely occur in a period of marked 
unemployment.” 

An additional reason to accumulate 
contingency reserves is to meet the ad- 
vancing cost due to: (a) the rising claim 
rate being experienced among those ac- 
tively at work; (b) the adverse experi- 
ence on group conversions; and (c) the 
increasing proportion of retirees and 
others exposed to risk at the older ages. 

Nationally, the Blue Shield plans now 
cover 28,000,000 persons, compared with 
900,000 in 1944. 





DEMAND ADMISSION’ DEPOSIT 
Los Angeles A. & H. Club Informed 
15% of Patient Entrance Fee Not 
Covered by Policies 
The Accident & Health Managers 
Club of Los Angeles April 19 heard 
David J. Rodgers, executive secretary 
of the California Osteopathic Hospital 
Association talk on “Hospital Admis- 
sions on ID Cards from Insurance Com- 
panies vs. Admissions on Blue Cross and 

Blue Shield memberships.” 

He declared that practically all hos- 
pitals in the association now demand a 
cash deposit before admission of a 
patient, as the result of a survey made 
by hospitals from Oakland to San Diego 
which showed that practically 15% of 
admission fees are not covered by in- 
surance policies. 

He set forth that a fee of $25 for 
minor cases and $50 for major cases be 
established. He pointed out that the 
fee for completing admission forms is 
considered by the hospitals as a service 
to policyholders. He said it is a problem 
for doctors, hospitals and insurers to 
educate the policyholder in respect to 
the fees. Mr. Rodgers declared the 
hospitals preferred handling benefici- 
aries under group policies rather than 
individual ones. 

It was brought out that a standard 
admission and oe form be de- 
vised as a good move to solve the prob- 
lem. In connection with this suggestion 
those in attendance were informed the 
California Accident & Health Managers 
Club was working along that line. 

May 6 was set for the Club’s annual 
outing. 


Wetterlund Talks on A. & H. 
During LIC Florida Meeting 


Among the speakers at Life Insurers 
Conference at its annual convention in 
Boca Raton, Florida, last week was H. 
J. Wetterlund, chairman of board, Wash- 
ington National Life. His comments were 
a birds-eye view of situations in. Wash- 
ington of particular interest to accident 
and health companies, such as FTC in- 
vestigation on accident and health ad- 
vertising practices and pending legisla- 
tion. He also commented on the Scripps- 
Howard newspaper articles on accident 
and health; on_ radio commentators’ 
invitations to write letters of criticism of 
accident and health insurance experi- 
ences; and on various other pertinent 
topics. His talk was off the record. 


Canadian Health Protection 

“Financial Health Services in Can- 
ada” is title of a new brochure gotten 
out by Joint Committee on Health In- 
surance, Toronto. Insurance companies, 
Blue Cross Plans and medical care plans 
sponsored by the medical professian 
have been leaders in providing Cana- 
dians with protection against the finan- 
cial hazards of accident and _ sickness. 
Five and.a half million Canadians have 
insured themselves against the burden 
of hospital costs. In the six provinces 
where no government hospital plan op- 
erates, one out of two persons has vol- 
untarily selected his own plan of hos- 
pital expense protection. 


11 WAYS TO SELL A. & H. 





O’Neal Wants Concentration on Real 
Protection; Stop Highlighting 
Incidental Hazards 

We need to stop selling lost hands and 
feet and start selling the basic need, 
loss-of-time coverage, James T. O’Neal, 
manager, Great - West Life, Indianapolis, 
told the Indianapolis Accident & Health 
Association at its April meeting. 

“Specific loss coverages and other 
frills may be the easiest to sell,” the 
speaker declared, “but we're short- 
changing our policyholders when we 
concentrate on them. Too much of the 
time we are out selling incidental haz- 
ards and leaving our policyholders and 
the general public without the real 
protection they need. Then we wonder 
why there is a hue and cry for the 
government to do something!” 

Mr. O’Neal named II ways to increase 
A. & H. production: 1. Be proud you sell 
accident and health. 2. Sell yourself an 
adequate program of coverage. 3. Know 
your contracts. 4. Use visual aids in the 
sale. 5. Use high-grade direct mail. 
6. Use claims for leads. 7. Sell keyman 
protection. 8. Capitalize on current 
events by cutting items out of news- 
papers. 9. Sell income protection, not 
frills. 10. Stress the three main hazards: 
death, disability, and old-age. 11. Col- 
lect and use good power phrases. 


Medical Underwriting 
Panel for A. & H. Seminar 


The doctor’s viewpoint in medical un- 
derwriting keynotes a medical panel dis- 
cussion program for the individual acci- 
dent and health insurance seminar to 
be held by the Bureau of Accident & 
Health Underwriters, May 26 - 27, at the 

3iltmore Hotel, New York. 

Francis J. Haren, Connecticut _Gen- 
eral, will preside as discussion leader. 
In addition, distinguished insurance 
members of the medical profession will 
deliver a series of papers on diseases 
of special interest to underwriters. 

Dr. Howard McCue, Life of Virginia, 
will present a paper on female condi- 
tions. Highly important in the light of 
major medica experiment are the pa- 
pers of Dr. A. F. Siebert, Travelers, on 
heart and circulatory conditions and of 
D. H. E. Christensen, Union Mutual, on 
nervous and mental disorders—functional 
and organic. 

Dr. Joseph Horan, Metropolitan, will 
discuss diseases of the liver and . gall 
bladder. Asthma and other ‘allergic 
manifestations will be the subject of a 
paper contributed by Dr. Harry A. 
Cochran, Lincoln National. 


Investigate A. & H. Agents 

Half a dozen accident and health in- 
surance salesmen have been questioned 
by representatives of the Ohio Division 
of Insurance within the last few weeks 
regarding their methods of writing such 
insurance. 

This action was taken as a result of 
complaints filed with the Department. 
No decision has been handed down by 
the Department in any of the cases. 

It is reported that there has been a 
disposition on the part of some agents 
to pass hurriedly over the question in 
the applications. One agent who will be 
given a hearing is said to be one of 
the biggest writers of accident and 
health insurance in the state. 


SICKNESS INSURANCE PREMIUMS 

Canada’s federal licensed insurance 
companies reported net premiums earned 
on sickness insurance reached $9,099,807 
in 1953 and net claims incurred advanced 
sharply to $6,041,436 as against $3,705,- 
782, with earned ratio in 1953 being 
66.39%. 


Godfrey M. Day Rebuts 
Criticism of A. & H. 


APPEARS ON NEW YORK PANEL 





Joins With 4 Other Speakers in A. & H. 
Club Discussion of Underwriting 
and Claim Problems 





Strongly rebutting criticisms levied at 
the A. & H. industry, Godfrey M. Day, 
second vice president of the Connecti- 
cut General Life in charge of the claim 
department, last week called for closer 
cooperation between claim men and un- 


derwriters in order to “clean house.” 
Mr. Day spoke as a guest panelist at a 
dinner discussion on current claim and 
underwriting problems sponsored by the 
Accident & Health Club of New York. 
Arnold W. Danckworth, Mutual Benefit 
H. & A., president of the club, presided 
at the meeting. 

“It seems to be the popular indoor 
sport,” Mr. Day commented, “to take 
‘pot-shots’ at the A. & H. industry.” He 
brought out the point that critics have 
cited cases as ancient as 25 years old to 
bolster their arguments. 

In reference to the job which can be 
done by a strong claim man-underwriter 
union, he expressed confidence that al- 
though it would be a long hard struggle, 
the A. & H. industry could eventually 
acquaint the public with its worth. 

Other members of the A. & H. panel 
included: J A. Hugh Clarkson 
of Royal-Liverpool Insurance Group, 
vice president of the club in charge of 
education; John F. Lydon, manager, A. 
& H. department of Ocean Accident; 
Douglas J. Moe, assistant to the vice 
president, United States Life; George F. 
Monks, manager of accident and sick- 
ness claims, New York Life. 

The New York A. & H. Club meeting 
was held at Trader Tom’s Restaurant, 
New York, and a capacity number of in- 
dustry men attended. All panelists ac- 
quitted themselves well during the dis- 
cussion and a great deal of audience in- 
terest was evident. 





Six Questions Considered 


The following questions were consid- 
ered and discussed by the panel: 

1. If a claim is paid and the risk found 
to be impaired as a result of injury or 
sickness, what is the general attitude re- 
— the continuance of coverage? 

The objective of all individual policy 
satan should be the elimination of the 
indemnity waiver rider after a policy has 
been in force and the ability of carriers 
to maintain coverage on impaired risks 
when the impairment has occurred after 
issue. How can this best be accom- 
plished ? 

3. Can the companies writing can- 
cellable and yearly renewable accident 
and health insurance safely include a 
clause in their policies agreeing not to 
cancel or refuse renewal because of a 
change in the physical condition of the 
insured ? 

4. From a claim point of view, what is 
the degree of liability on the part of the 
company for aggravation of a pre-exist- 
ing condition? 

5. Discuss the advisability in the in- 
terest of public relations and of claim 
service of including with new policies, 
blank claim forms for (a) notice of in- 
jury or sickness (b) proofs of loss. 

6. To what extent is post-claim under- 
writing handled by claim examiners and 
to what extent are they qualified to in- 
terpret the more liberal outlook of the 
companies as to continuance of cover- 
age? 


G. C. MASEFIELD’S NEW POST 

George C. Masefield has joined the 
Fireman’s Fund Indemnity as_ special 
representative for A. & H. lines in the 
metropolitan New York department un- 
der Manager E. R. Hawley. He was 
formerly with Continental Casualty as 
assistant production manager for A. 
in the metropoiitan office at 76 William 
Street, New York. 
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A. M. Wilson and Dr.Eggert Consider 





Employe Health and Mental Attitude 


Two interesting topics concerning the 
management of the human element in 
production and the role of the industrial 
psychologist regarding the employe’s 
mental outlook were discussed by two 
industry representatives at the Industrial 
Medical Association conference, April 
27-28 in Chicago. The speakers were 
A. M. Wilson, A. underwriting 
manager, Liberty Mutual of Boston, 
whose subject was “Health Insurance 
Industry,” and Dr. W. A. Eggert, chief 
psychologist, Lumbermens Mutual Casu- 
alty of Chicago, who spoke on “The Re- 
sponsibility of the Industrial Psycholo- 
gist in Health Education of the Em- 
ployes.” Highlights of each talk fol- 
lows: 


A. M. Wilson 


“While engineering of machines has 
made vast strides forward, the manage- 
ment of the human element in produc- 
tion has lagged far behind,” Mr. Wilson 
declared. 

“When you consider the amount of 
money spent to protect material assets 
of plants, machinery and equipment, 
which represents but 20% to 30% in the 
creation of wealth, and compare this 
with the money spent to protect the 
human assets which represent 70% to 
80% in the production of wealth, the 
conclusion is warranted that we cannot 
see the woods because of the trees,” 
Mr. Wilson stated. “Health of the indi- 
vidual is as much part of making a profit 
out of productive enterprise as is indus- 
trial safety. 


Constructive Health Program 


“It is amazing to witness the tremen- 
dous amount of missionary work that 
has to be done to persuade a large seg- 
ment of industrial management to spend 
even a few dollars ina constructive health 
maintenance program,” he continued. 
“Employers, who have spent thousands 
of dollars in safety programs and have 
seen their costs for compensation losses 
lowered many times the cost of the 
safety programs, enter into employe 
group insurance plans, under which year 
after year the limits of coverage are ex- 
tended, the coverage broadened and the 
loss ratios increased. The result is an 
ever increasing reward for sickness, and 
a penalty for health. Why not rally 
behind prevention of loss, as is done in 
fire and damage prevention, business in- 
terruption, theft and accident preven- 
tion ?” 

Mr. Wilson concluded: “We will 
crumble the financial structure of indus- 
try by attempting to impose upon it an 
ever increasing cost for medical cure. 
The practice of spending thousands of 
dollars in industry for cure, without con- 
centrating every known tool of preven- 
tion just doesn’t make sense.” 


Dr. W. A. Eggert 


As there is considerable correlation 
between the mental attitude of an in- 
dividual and his job performance, the 
specific function of the industrial psy- 
chologist is to assist employes in attain- 
ing a wholesome mental outlook toward 
their job, Dr. W. A. Eggert commented. 

“Beyond our interest in the individ- 
uals who exhibit abnormal behavior or 
even a slight deviation from the normal, 
the greater common task of the over-all 
health efforts of the physician, nurse, 
hygienist, and psychologist in industry,” 
Dr. Eggert continued, “is that of pro- 
viding a desirable working environment 
for the vast majority of normal people.” 


Twelve Types of Activity 
Dr. Eggert cited 12 types of activity 
by which the industrial psychologist will 


try to effect good mental attitudes 
among the employes participating in 


them. Among these activities he brought 
out “intelligent supervision” where the 
best results are obtained through pri- 
vate reprimand or public commendation 
of people. The worst results come from 
the use of sarcasm, either privately or in 
public. 

Another activity pointed out by the 
speaker was the employe benefit pro- 
gram on which point he said: “We 
should be alert to preparing employes 
for retirement, and instituting such 
benefit programs as will be conducive to 
a high level of morale among the em- 
ployes—but still not lull them into a 
state of euphoria. Such programs should 
be instituted and carried out in a man- 
ner that command the respect of every 
employe. 

“Industrial psychology,” Dr. Eggert 
concluded, “has outgrown its diaper age 
when its function was largely that of 
putting round pegs in round holes. To- 
day it has at least reached early adoles- 
cence. The young profession is proud of 








UNJUST TREATMENT CHARGED 





Va. Legislator Discusses Protection of 
A. & H. Policyholders; Bills Consid- 
ered to Require Agt. Qualifiing Test 
W. Ray Rouse, Smyth County Re- 
publican member of the Virginia House 
of Delegates, met with a group of in- 
surance men at the State Capitol in 
Richmond, recently, to discuss ways of 
protecting hospitalization of policyhold- 
ers from unjust treatment at the hands 

of agents and companies. 

He said he had received a number of 
complaints from constituents, most of 
them based on what was considered un- 
justified cancellation of policies or de- 
nial of payments on the ground of pre- 
existing physical defects. 

Bills are being considered, Mr. Rouse 
said, to prohibit cancellation of hos- 
pitalization policies before the end of 





its accomplishments in American busi- 
ness to date. In the years ahead the 
industrial psychologist will continue his 
efforts in attaining good mental health 
for employes.” 





the period for which permiums have 
been paid, and to require that agents 
pass a state qualification test before 
being allowed to sell hospitalization in- 
surance. 

Nathan Metzger, president of the 
Richmond Association of Health & Ac- 
cident Underwriters, told the group his 
organization had a resolution calling for 
compulsory qualification examinations. 

The insurance men expressed the be- 
lief that more rigid requirements on 
cancellation might lead to higher pre- 
mium rates and a greater percentage 
of rejection of applications for insur- 
ance. They insisted that many com- 
plaints about non-payment were from 
policyholders who had lied about their 
condition in making application for in- 
surance, and that much of the problem 
of misinformation about terms of poli- 
cies stemmed from inadequately trained 
agents. 

They were of the view that no new 
legislation is needed, at least until a 
1952 act, to become fully effective in 
1956, has been given a chance to oper- 
ate. This legislation dealt with provi- 
sions which must be set forth in poli- 
cies. 





‘Easiest money | ever earned 


says Mr. Robert 1. Woods (left), 
Pearisburg, Va. to A. J. Christensen of The Prudential’s Roanoke Agency. 


selling Prudential Life’ 


General Insurance Broker of 





“Out my way, in the mountains of western Virginia, 
my clients, the small town business and professional 


men, are mighty hard customers to sell. But men- 


tion ‘Prudential life insurance’ and they’re half-sold 


from the start. Besides, your life specialists help me 
make my sales . . . through Prudential’s Life Depart- 


ment Plan. Yes, your representatives help me sell 


: CLIP AND MAIL TODAY 


THE PRUDENTIAL, 


easier for me. 


NAME 


TO: BROKERAGE SERVICE ° 
I want to know more about Prudential’s LIFE DEPARTMENT PLAN and how it will make LIFE sales 





Prudential Life to my general insurance clients, but 
I always get the full commission. Frankly, I couldn’t 


ask for a better deal.” 
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Murphy Asks Tax Credit eg For 
Insurance Companies And Stockholders 


Ray Murphy, general counsel of the 
Association of Casualty & Surety Com- 
panies, submitted a request to the Sen- 
ate Finance Committee, Washington, 
D. C., on April 24, that tax credits which 
are granted other corporations and their 
stockholders in the proposed Internal 
Revenue Code of 1954 be extended 
equally to insurance companies and 
their stockholders. 

The provisions of the bill which Mr. 
Murphy said “unreasonably and inequi- 
tably discriminate against capital stock 
insurance companies and their stockhold- 
ers” follow: 

1. Section 34 (c) (1) and 116 (b) which deny 
to individual stockholders of such insurance com- 
panies the newly provided relief from double 
taxation of dividends; : : ae 

2. Section 246 (a) (1) in which the 85% 
dividends received credit, to which corporate 
stockholders (including corporate stockholders of 
such insurance companies) are now entitled un- 
der existing law, and which the bill continues 
as a deduction for corporations generally, would 
be completely eliminated with respect to cap‘tal 
stock insurance company dividends received by 
corporate stockholders; : 

3. Section 923 (d) (2) which denies to such 
insurance companies the credit provided in 
Section 37 wtih respect to business income from 
foreign sources; ' . 

4. Section 951 (c) (4) which denies to such 
insurance companies the right to make an elec- 
tion with respect to the treatment provided by 
Part IV of H. R. 8300 with respect to deferred 
income from sources within toreign countries. 

“Member companies of this associa- 
tion,” Mr. Murphy continued, “in com- 
mon with hundreds of other like compa- 
nies, are now subject to tax under Sec- 
tion 204 of the Internal Revenue Code 
and, in accordance therewith, pay the 
full 30% normal tax and the full 22% 
surtax on their entire net income. Thus 
such companies, under present law, pay 
Federal income taxes at precisely the 
same rates as do manufacturing corpo- 
rations, mercantile 


corporations and 
other corporations generally. 

“Under the provisions of H.R. 8300, 
our member companies would be subject 
to the tax to be imposed under proposed 
Section 831, which, in part, provides: 
‘Taxes computed as provided in Section 
11 shall be imposed for each taxable 
year on the taxable income of every in- 
surance company (other than a life or 
mutual insurance company). ec 
tion 11 imposes a normal tax of 30% of 
taxable income and a surtax of 22% on 
cert: ain income in excess of $25,000. 

“Thus, if H.R. 8300 is enacted,” he 
emphasized, “capital stock casualty and 
surety companies will continue to pay a 
Federal income tax on their entire 
net profits at present regular corpora- 
tion income tax rates. Such companies 
do not enjoy any special tax advantage 
of any kind under the present law and 
no tax advantage is granted them under 


H.R. 8300. 
Relief From Double Taxation 


it is grossly inequitable 
Murphy stressed, 


“Accordingly, 
and unreasonable,” Mr. 
“to deny to individual stockholders of 
such companies the relief from double 
taxation newly proposed in the bill with 
respect to individual stockholders of cor- 
porations generally, and to take away 
from corporate stockholders of such in- 
surance companies the relief from 
double taxation which the present law 
provides and which the bill would con- 
tinue for corporate stockholders of 
other corporations generally. 

“In recent years, the insurance busi- 
ness, as well as business generally and 
the national economy, has grown tre- 
mendously, and all indications point to 


a continuation of this growth. Such 
growth requires and will continue to re- 
quire large sums of additional capital. 
In fact, since the end of World War II, 
a number of insurance companies, large 
and small, have been finding it necessary 
to offer new stock issues to the public, 


in order to be able to write a rapidly 
mounting volume of business. Obvi- 
ously, the discrimination with respect 


to dividends paid on the stock of in- 
surance companies would seriously im- 
pair the desirability of such stock, 
thereby making it difficult to acquire 
additional capital to meet the needs of 
expanding business. 
Insurance Necessary to Business 
Operation 


Mr. Murphy listed among the lines of 
insurance written by our member com- 
panies: workmen’s compensation, auto- 
mobile, aircraft, general public and mis- 
cellaneous liability and physical damage, 
accident and health, surety and fidelity 
bonds, boiler and machinery, glass and 
burglary and theft. “It is obvious,” he 
said, “that these lines of insurance are 
vitally necessary to the operation of 
business and industry generally and di- 
rectly affect the national economy. Ac- 
cordingly, the national economy could 
be seriously affected by any curtailment 
in the business of writing such insurance 
and this curtailment could well result 
from an inability to acquire additional 
capital created by the proposed discrimi- 
nation with respect to stockholders’ divi- 
dends of such insurance companies. 

“It is, therefore, respectfully requested 
that Section 246 be amended to continue 
the present 85% dividends received 
credit in the form of a deduction for 
corporate stockholders and that Section 
34 be amended to extend the benefits 
of the newly proposed relief from double 
taxation of dividends to individual stock- 
holders of insurance companies which 
would be subject to the tax imposed by 
Section 831 of H.R. 8300. It is suggested 
that the foregoing purposes could be 
accomplished by amending Sections 34 
(c) (1) and 246 (a) (1) to read as fol- 
lows: 

“(1) an insurance company (other than a 
stock insurance company taxable under Section 
831) subject to a tax imposed by subchapter L 
(Section 801 and following) ;’ 

“Equally inequitable and unreason- 
able,’ Mr. Murphy continued, “are the 
discriminations against capital stock in- 
surance companies contained in Sections 
923 (d) (2) and 951 (c) (4) in which 
such companies are denied the 14% 
credit against the United States tax for 
business income from foreign sources 
and the right to make an election with 
respect to the treatment provided with 
respect to deferment of foreign income 
under certain circumstances. Hereto- 
fore, the Congress has never discrimi- 
nated against these companies. Their 
foreign income presently is subject to 
taxation for normal and surtax rates; 
less credits or deductions for foreign in- 
come taxes in the same manner as other 
corporate taxpayers. 

Business in Foreign Countries 


“These companies do business in for- 
eign countries in various ways, includ- 
ing: (a) directly through branch offices 
or agents; (b) through associations such 
as the American Foreign Insurance As- 
sociation (AFIA) or American Insur- 
ance Underwriters (AIU); (c) through 
subsidiaries; (d) by participation in re- 
insurance transactions. 


“An association consists of a group of 
insurance companies which have pooled 
their resources to write business in for- 
eign countries under the supervision of 
trained experts in the foreign field. Be- 
cause of the risk involved, a better dis- 
tribution of the hazard is obtained where 
companies operate in a pool or associa- 
tion. Companies participate in the busi- 
ness written by the association on a 
percentage basis. 

“Most countries require such compa- 
nies to make substantial qualifying de- 
posits on entry and additional deposits 
to cover their unearned premium and 
loss reserves. As these reserves increase 
in size the deposit requirements also in- 
crease. It is estimated that in Canada 
alone, casualty, surety and fire compa- 
nies have at least $200,000,000 invested, 
the major part of which is deposited 
with the Dominion authorities for the 
protection of policyholders.” 

He continued: “The business of in- 
surance, by its very nature, is a highly 
important and integral part of the 
economic structure of a country. It is 
the vehicle for the credit required by 
other businesses and it constitutes the 
vital protection of the investment of 
those businesses in their physical assets. 
Very large amounts of capital are 
placed at risk by these insurers. Among 
the many lines of insurance written by 
them in foreign countries are automobile 
and aircraft liability, public liability of 
every description, accident and health, 
workmen’s compensation, fidelity and 
surety, fire, explosion, windstorm, ocean 
and inland transportation. 


A Pattern of Operation 


“While complete figures for the for- 
eign business are not available, associa- 
tion figures can be used to show a pat- 
tern of operation. The figures of one of 
the associations (AFIA) show premium 
writings in foreign countries for 1953 
(excluding Canada) of approximately 
$30,000,000. Of that volume of premiums 
there was an estimated amount at risk 
of $6,000,000,000. This association has 
some 1,500 employes engaged abroad and 
in its 30 odd years of existence has in- 
curred approximately $165,000,000 losses 
in these foreign countries. In addition, 
all the assets of its member companies, 
wherever located, are exposed to the 
risks of the business. 

“The investments of insurance com- 
panies in foreign countries includes real 
estate, either owned or leased; deposits ; 
payment of employes’ salaries; payment 
of other operating expenses, including 
taxes; payment of insurance losses, and 
funds and profits which are subject to 
withdrawal restrictions by blocking of 
currency by foreign governments. 


Foreign Income Benefits 


“Certainly, it is both illogical and 
inequitable to allow the foreign income 
benefits in question to commercial enter- 
prises generally and to deny those bene- 
fits to insurance companies which make 
possible the establishment, growth and 
development of such commercial enter- 
prises. Moreover, such denial might 
operate to curtail the current growth of 
world wide insurance written by United 
States companies by making it less at- 
tractive for such companies to provide 
a market for foreign insurance. Thus, 
American enterprise would tend to pur- 
chase its foreign insurance from foreign 
companies and the U nited States would 
be greatly hi ampered in developing asa 
major market for insurance originating 
in other countries. 

“It is, therefore, respectfully requested 
that this discrimination against capital 
stock insurance companies with respect 
to foreign income also be eliminated. It 
is suggested that this could be accom- 
plished by amending Sections 923 (d) (2) 


Chart Analysis of Auto 
Liability Security Laws 


C. & S. ASSN. REVIEWED EDITION 


Embraces Laws of 45 States and Nine 
Canadian Provinces; Data for Insur- 
ance Men and Attorneys 


Publication of the 1953 revised edition 
of a Seven Chart Analysis of Automo- 
bile Liability Security Laws of the 
United States and Canada was an- 
nounced recently by the Association 
of Casualty & Surety Companies. The 
charts, which cover the laws of 45 
states, the District of Columbia, terri- 
tory of Hawaii and nine Canadian provy- 
inces, were compiled by the association’s 
law department as a service and source 
of ready information for insurance men 
and attorneys. 

The charts included in the 1953 edi- 
tion are as follows: Scope of Laws— 
showing whether the law is applicable 
in case of accident, conviction, judgment 
and other situations. Security for Past 
Accident—showing requirements of se- 
curity and proof after an accident, 
whether the driver and/or owner is af- 
fected, minimum property damage, re- 
ciprocal provisions to accidents in other 
states, information required as to insur- 
ance in effect, exemptions and termina- 
tion of requirements. 

Proof Upon Conviction — showing 
types of offenses which result in re- 
quirement of proof, extra-territorial ap- 
plication of the provisions, and how 
long proof is required. Suspension in 
Event of Wedieen i akatee minimum 
amounts, extra-territorial application, 
and conditions under which licenses are 
reinstated. 

Nature and Requisites of Proof— 
showing types of proof acceptable, lia- 
bility, geographical limits, provisions for 
notice of cancellation or expiration, 
types of policies. Miscellaneous—show- 
ing provisions relating to restriction of 
transfer of registration, and require- 
ments for furnishing of operating réec- 
ords. 

Canadian 
of laws to 
judgments ; 


Laws—showing application 
accidents, convictions and 
requirements for relief from 
suspension, and whether the laws have 
provisions for unsatisfied judgment 
funds, for impounding motor vehicles or 
other features. 

Copies of the new chart analysis may 
be obtained from Editor, Law Publica- 
tions, at the Association offices, 60 John 
Street, New York 38, N. Y., at 75 cents 
per copy. Regular subscribers to the 
association’s supplement service for 
‘Automobile Liability Security Laws” 
receive the chart as part of this service. 


Employers’ New Ohio Office 


The Employers’ Group of Boston, 
will open _a new southern Ohio branch 
office in Cincinnati on May 1. 

Kenneth M. Wickett, who will be 
branch manager for the new office, has 
been with the Employers’ Group since 
1935. He has previously been assistant 
branch manager at the Group’s New 
Haven branch. 





and 951 (c) (4) to read, either: 

‘is an insurance company (other than a stock 
insurance company taxable under Section 831) 
subject to a tax imposed by subchapter L (Sec- 
tion 801 and following) ;’ 

‘is subject to the tax imposed by Part I or 
Part II of subchapter L (Section 801 and fol- 
lowing relating to insurance companies) ;’ ” 
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HEARTHSTONE INSURANCE CO. OF MASS. 


Boston 15, Mass. 
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A Client Without 
Accident Insurance 
Is Like... 


A Catcher Without A Glove! 


When a catcher gets behind the plate, he carries a well-padded mitt to take the sting 
out of those fast balls and tricky sliders. He knows his career would come to a rapid 
end if he tried to catch ’em bare-handed. 

Too many people, some of them your clients, are facing the curves life is throwing 
their way without the vital protection of Accident insurance. And when an Accident 
strikes, it’s really going to sting their savings, their income, and their earning power. 
Tell your clients that a Travelers Modern Accident policy is the best way to take 
the sting out of financial loss due to unexpected injury. And it’s good business for 
you, too! 

Your nearest Travelers Manager will be happy to give you full details of Travelers 
broad, up-to-date Accident policies. Why not call on him soon? 


THE TRAVELERS INSURANCE COMPANY 
Hartford, Connecticut 








































Paul Revere’s Ride to Philadelphia 
Sparks a Plan 
for Our Independence 


Eleven months before his famous ride to mobilize 
the Minute Men in April 1775, Paul Revere rode 300 
miles to Philadelphia seeking help for Boston, whose 
shipping was being strangled in reprisal for the Tea Party. 
Revere’s meeting with prominent Philadelphians in the 
City Tavern sparked plans for calling the First Conti- 
nental Congress. Thus, one of the first steps toward the 
Declaration of Independence was taken only a few blocks 
from the present site of The Penn Mutual Building— 
today’s symbol of financial independence for thousands 
of American families. 


A Penn Mutual Independence Plan... 
Your Freedom from Financial Uncertainty 


We Americans realize that it takes planning to meet the uncertainties 
of the future. And no heritage is more cherished than our right to 
provide for our own future—in our own way. 


Today, over 600,000 American families look to The Penn Mutual for 

help in achieving financial independence. Your needs—both present 

and future—can be met with a Penn Mutual Independence Plan 

Back of tailored to your specific requirements. You can make certain that funds 

your independence for mortgage payments or for a college education will be available, 
stands The or you may provide for your own retirement later on. 


PENN MUTUAL Your Penn Mutual Underwriter is well qualified to help you prepare 
your personal plan for financial security. He represents a company 
with both the experience of more than a century and assets of well 
over a billion dollars. What’s more, his approach to your problem 
is that of an expert endowed with friendly understanding. Call him 
today—his services are yours without obligation. 

















THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 





PENN Mutuat Business Is Sotp ONLY By PENN MUTUAL CAREER UNDERWRITERS 
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